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he Metropolitan 
heartily endorses the 
decision of the Life Insur- 
ance Week Committee to 
repeat during Insurance 
Week— May 11-16—the 
slogan used last year— 


“The sooner you plan 
your future, the better 
your future will be.” 


It is a good message, 
every week of every year. 


In the May magazines* 
Metropolitan adds 
another thought —"For 
Insomnia... Life Insur- 
ance.” Much of the worry 
about the future can be 
alleviated promptly and 
permanently by Life 
Insurance. 


*Business Week, Collier's, Cosmo- 
politan, Forbes, Nation's Business, 
Saturday Evening Post, Time. 


METROPOLITAN LIFE 
INSURANCE COMPANY 


Frederick H. Ecker, Chairman of the Board 


Leroy A. Lincoln, President 


ONE MADISON AVE., NEW YORK, N. Y. 
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THE OLD ABSINTHE HOUSE 


On Royal Street, here in New Orleans, is the Old Absinthe House. 
It is perhaps one of the most historically famous spots in America. 
Built about 1750, it was and still is, a popular meeting place for all 
types and kinds of people. 


Here it was that General Andrew Jackson and Jean Lafitte, famous 
Baratarian pirate, planned their successful campaign for the Battle 
of New Orleans. Here it was that men met to swap experiences; 
to tell strange yarns of this or that; to exchange ideas; to give 
counsel ... and to take it. 


* * * * * * 


Probably not over a frosted glass of absinthe frappe, but it is well 
for men to gather and swap experiences; to exchange ideas; to give 
counsel . . . and to take it. Particularly appropriate is it to this 
business of life insurance in which such a wealth of ideas exist. And 
it is a tribute to the altruism of our agency system that those rich 
experiences are so willingly given. Underwriters’ meetings, com- 
pany conventions, sales congresses testify to that. Such gatherings 
should be encouraged at all costs, 


For agency information address 
THEODORE M. SIMMONS 
Manager U. S. Agencies 
PAN-AMERICAN LIFE INSURANCE COMPANY 
New Orleans—U. S. A. 
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A few general agency opportunities in Illinois, 
lowa, Minnesota and Nebraska. 


Agriculture is now receiving fair prices for its 
products and farm lands are steadily rising in 
value. Not since 1920 have conditions been 
so favorable in rural territory. 

—o— 
MEN WHO BELIEVE THEY HAVE GENERAL 
AGENCY QUALIFICATIONS MAY OBTAIN FULL 


PARTICULARS BY ADDRESSING THE AGENCY 
DEPARTMENT. 
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Group Life Viewed 
Before the Buyers 


Metropolitan Official Considers 
Fair and Adequate 
Programs 


0BJECTIVES SET FORTH 


Assistant Secretary McDonald Dis- 
cusses Social Security at American 
Management Association Meeting 


The establishment of fair and ade- 
quate group insurance programs and 
the effect of the social security act on 
private pension program were consid- 
eed by Edwin C. McDonald, assistant 
secretary of the Metropolitan Life, in a 
talk before the American Management 
Association’s insurance conference at 
Atlantic City. 

Mr. McDonald made a survey of cor- 
poration managements’ attitude toward 


group benefits and found the following 
consolidated opinion: (1) Group life in- 
surance should be sufficient to insure 
the widow or dependent a continuation 
of the same pay check for 12 months 
ater the employe’s death. The aver- 
age employe can take care of himself 
during the first week he is away from 
work on account of sickness or acci- 
dent, but after that he should draw a 
benefit equal to one-half pay for a cer- 
fan period, frequently up to three 
months. (3) Retirement income for old 
employes is highly desirable and expe- 
tence indicates it should be not less 
than one-third pay and should aim at 
half pay to be thoroughly effective. 


Protection Needed 


To accomplish these objectives the 
employe must have the following pro- 
tection for his group insurance: (1) 
Death benefit equal to one year’s pay, 
subject to an approximate maximum; 
(2) a weekly income in case of sickness 
or non-occupational accident equal to 
half-weekly pay, subject to a $40 a week 
maximum; (3) retirement income us- 
tally beginning at age 65 aiming at half 
~ but in no event less than one-third 

Employes in almost 20,000 firms in 
the United States enjoy the protection 
of group life insurance, while the em- 
Ployes of more than 6,000 firms are as- 
‘ured through group health and acci- 
Py ansurance a weekly income in case 
ee or non-occupational acci- 
ao : Many others are protected 
tera mutual benefit associations. 
Bees an 750 firms have some formal 
lee ca method of taking care of 
foes old, long service employes ard at 

500 have placed their retirement 
a scientific, properly fi- 


Systems on 
Nanced basis, 


vidual well rounded program the indi- 
of his 


employe contributes .7 percent 
Pay to group life insurance and 
(CONTINUED ON PAGE 8) 





Widespread 


Celebration 


of Life Insurance Week 





Over 1,700 Attend New York 
Breakfast — Large Cities 
Push Drive 





NEW YORK, May 14.—Inspiration 
and enthusiasm featured the opening of 
Life Insurance Week here when 1730 
underwriters assembled at a_ gigantic 
breakfast to hear A. E. N. Gray, as- 
sistant secretary of the Prudentiai, and 
John A. Stevenson, Penn Mutual home 
office general agent. Both speakers 
stressed “Man-building.” 

“To get into the right mental attitude 
a man has to first get out of wrong 
mental attitude,” Mr. Gray said. “Many 
men are prospecting for the pleasant in- 
terview rather than the profitable, pro- 
ductive interview. It takes a real man 
to sell life insurance and a real man to 
buy it. A man must be built bigger than 
the money it takes to pay the premium. 
Make the man realize how little he usu- 
ally is and how big he is capable of 
being, showing. him that the sacrifices 
he and his family have to make now are 
more than balanced by the sacrifices his 
family will not have to make after he 
has gone. Make him measure up to the 
man he is capable of being.” 


Stevenson for Davis 


John A. Stevenson, “pinch-hitting” for 
F. H. Davis, Penn Mutual vice-presi- 
dent, who was ill, said that he knew of 
no disability claims that had been paid 
to insurance salesmen who had been in- 
jured as a result of being in front of 
prospects, while a lot of men have been 
injured permanently for being afraid to 
see people. 

The value of life insurance in pro- 
viding independence for dependents is 
widely recognized, said Mr. Stevenson. 
“The selling of service” is an apt slo- 
gan for today. “Through your sales of 
life insurance you make people see the 
value of saving, you are helping to set 
straight the economic and _ financial 
thinking of the people of this country. 
Life insurance offers financial inde- 
pendence plus security by contract, 
based on sound mathematical facts and 
adequate experience.” 

S. T. Whatley, vice-president Aetna 
Life, and national chairman 1936 Life 
Insurance Week Committee, was unable 
to attend. 


Pink on Radio 


The public’s recognition of the splen- 
did record made by legal reserve life 
companies during the depression period 
was pointed out by Superintendent Pink 
of New York in a radio talk. The com- 
panies offer a fair contract to the public 
and interpret it in a broad minded 
spirit, he said. They do not try to take 
advantage of technicalities and have 
done their best to do substantial justice 
to their policyholders. 

Life companies are confronted with 
the problem of how to invest funds, al- 
though interest rates now prevailing will 
not continue indefinitely, said Mr. Pink. 
The companies must guard against ac- 

(CONTINUED ON PAGE 9) 











Intensive and Varied Programs 
Mark Observance in Other 
Cities 





Life Insurance Week was launched in 
Indianapolis with a breakfast Monday 
morning, attended by approximately 
700 life underwriters. Commissioner 
McClain of Indiana fired the opening 
shot of the campaign. He told of the 
ability of life insurance to stand up un- 
der adverse conditions as demonstrated 
in the recent years of depression. 

O. Sam Cummings, Texas manager of 
the Kansas Citv Life, on “Making 1936 
a Better Year” 2dvised agents to culti- 
vate “a better mental attitude, better 
prospect finding methods, better analy- 
sis of our prospects’ needs and better 
sales talks and a better quality of busi- 
ness.” In a recent survey of prospect 
sources, Mr.. Cummings found personal 
friends and acquaintances headed the 
list, with cold canvass, second: The re- 
sults showed agents have rather re- 
stricted habits in initiating leads. 

The life agent who expects to achieve 
success in the business must avail him- 
self of the many opportunities afforded 
for increasing his knowledge of ‘the 
business. The days of haphazard effort 
are past, in Mr. Cummings’ opinion. 


IOWA 
National Life’ Insurance Week was 
observed in unusual manner in Iowa 


(CONTINUED ON LAST PAGE) 





Governors Indorse Life 
Insurance in Week Drive 











KANSAS CITY, May 14.—Governor 
Park of Missouri wired Sam T. Utz, 
president of the Missouri Life Under- 
writers Association: “I heartily favor 
sound life insurance. It is a good in- 
vestment for the living and after death 
provides protection and support for the 
dependents of deceased policyholders.” 

x ok * 


Governor La Follette of Wisconsin, 
in a Life Insurance Week statement, 
said life insurance “is a bulwark of pro- 
tection for the homes and families of 
our people. It has proven a sound 
method of saving and security in keep- 
ing with the traditional American prin- 
ciples of self-reliance and individual in- 
itiative.” 


* * * 
Governor Fitzgerald of Michigan in 
his proclamation said: “Protection 


against the uncertainties of life, pro- 
vision for the well-being of our depend- 
ents, and security in our old age are 
problems deserving of the serious at- 
tention of responsible citizens. In con- 
sidering them, it is well to pause occa- 
sionally to take inventory of ourselves 
that we may determine whether we are 
doing all we can for the welfare of our 
families and ourselves. Life Insurance 
Week seems like an appropriate occa- 
sion for such an inventory.” 


Commissioners to 
View Vital Topics 


Social Security, Investments and 
Taxes Up at Annual 
Conference 


PLAN ST. PAUL MEETING 


Committee Meetings to Be Held June 8 
on Eve of Regular Associa- 
tion Sessions 


Addresses on social security legisla- 
tion, insurance’ company investments, 
uniform state taxes, and tax laws and 
occupational dust diseases will be fea- 
tures of the annual meeting of the Na- 
tional Association of Insurance Com- 
missioners to be held at St. Paul, Minn., 
June 9-12, Secretary Jess G. Read, com- 
missioner of Oklahoma, announces. The 
commissioners will arrive in St. Paul by 
Monday, June 8, for committee meet- 
ings, among which are the executive 
committee and the committee on valu- 
ations of securities. 

At the opening session June 9 ad- 
dresses of welcome will be given by 
Governor Floyd B. Olson of Minnesota, 
the mayor of St. Paul and Commis- 
sioner Frank Yetka of Minnesota. Re- 
sponse will be made by Vice-president 

rnest Palmer, Illinois. At this session 
the president’s annual report willbe given 
by William A,gSepivan, Washington, 
which will bex¢g@fowed by the annual 
report of Secretafy-Treasurer Read and 
reports of various committees. Hartley 
D. McNairn, Ontario, will review the 
progress of uniformity in insurance 


supervision and procedure in Canada. 


Yetka and Williams Talk 


At the afternoon session Commis- 
sioners Yetka and Williams, Mississippi, 
will speak on social security legislation 
from the standpoint of insurance com- 
missioners and the insurance business. 
Insurance coverage of occupational dust 
diseases under workmen’s compensation 
laws will be discussed by Commission- 
ers Hunt, Pennsylvania, and Carpenter, 
California. 

No business sessions are scheduled for 
June 10, the day being reserved for en- 
tertainment and sightseeing at request 
of the committee in charge of local ar- 
rangements at St. Paul. 


To View Tax Measures 


On Thursday, June 11, Commission- 
ers DeCelles, Massachusetts, and Smith, 
Utah, will speak on uniform state taxes 
and tax laws. Commissioner Smith is 
chairman of the association’s committee 
on taxation and Commissioner DeCelles 
is a committee member. Commissioner 
Blackall, Connecticut, will discuss insur- 
ance company investments in stocks and 
bonds. Superintendent Bowen, Ohio, 
and Raymond T. Cragin, real estate ex- 
pert of the Ohio department, will talk 








(CONTINUED ON PAGE 8) 
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Destructive Inflation Improbable in U. §, 
Within the Next Three Years 


Inflation .of the destructive type ex- 
perienced by France, Germany and 
some other European countries since 
the war “does not now seem to be a prob- 
able development for 1936, or 1937 or 
1938” in this country, according to Col. 
Leonard P. Ayres, vice-president Cleve- 
land Trust ‘Company who addressed a 
recent meeting of the executive council 
of the American Bankers Association. 
Col. Ayres is widely known through 
the Cleveland Trust Company’s “Busi- 
ness Bulletin” which he edits, and as 
an economist whose predictions have a 
notably high batting average. 


Prediction Valuable in 
Meeting Many Objections 


While Col. Ayres was primarily show- 
ing how banks can minimize the effects 
of inflation, much of what he said has 
direct application to life insurance, par- 
ticularly to the buyer who is using in- 
flation as a sincere objection or as 
another alibi for not buying the insur- 
ance he should have. 

Beyond 1938 “the visibility is dim, 
and judgments concerning probable de- 
velopments of those future years may 
well be deferred until we have the op- 
portunity to appraise those of the two 
or three years directly ahead,’ he ad- 
vised. 

Of interest to agents who meet the 
objection that the prospect wants to 
put his money into common stocks or 
other forms of equities to hedge against 
inflation is Colonel Ayres’ flat state- 
ment that “there are effective hedges 
against inflation.” 

“The best hedge against inflation in 
France and Germany was to invest in 
foreign securities,’ he continued. “The 
next best was to buy the stocks of the 
soundest and most conservatively man- 
aged companies and to hold them. Stock 





| Program Chairman | 





T. A. PHILLIPS 


T. A. Phillips, president of the 
Minnesota Mutual Life, who is a mem- 
ber of the executive committee of the 
American Life Convention, is the pro- 
gram chairman for the annual meeting 
to be held at Dallas. He is one of the 
outstanding executives of the west who 
came to his high position through the 
actuarial department. Mr. Phillips is a 
former president of the American In- 
stitute of Actuaries. He started his in- 
surance career in the actuarial depart- 
ment of the New York Life. 





speculation during inflation proved to 
be even more difficult and hazardous 
than during ordinary times. Invest- 
ments in durable commodities proved 
profitable to users of the commodities, 
but speculation in the commodity mar- 
kets was as dangerous as in the stock 
markets. 

“The prospects seem to be that infla- 
tion of such severity as to cause a fur- 
ther devaluation of the dollar will not 
come soon in this country unless the 
government enters frankly upon a pol- 
icy of issuing fiat money with which to 
meet its expenses. At present that does 
not seem to be in prospect. . It seems 
probable that when and if inflation does 
develop it will be ushered in by a vig- 
crous business expansion that will be 
welcomed by all. 


Gives Factors Which 
Could Bring Catastrophe 


“The developments that might re- 
sult in a real inflation now seem to be 
a long way off. In order that they 
might come into being we_ should 
probably have to have a further increase 
in the total volume of the production of 
agricultural, mining, manufacturing, and 
construction goods distinctly greater 
than the increases which we have had 
in the three recovery years of 1933, 





1934, and 1935 combined. We should 
have to have a continuation of unbal- 
anced national budgets and deficit fi- 
nancing. Finally, we should have to 
suspend gold exports.” 

Describing a period of destructive in- 
flation as an artificially stimulated busi- 
ness boom with a specialized kind of 
bad ending, Colonel Ayres said that the 
reason why expectations of the early 
development of an inflation of this sort 
are almost surely mistaken is that they 
fail to make allowance for the long pro- 
cesses of the development of a business 
boom that must almost surely take 
place before a real inflation can be pro- 
duced. 


Inflation Periods Range 
from Four to 13 Years 


“The inflationary period which de- 
stroyed the value of our Continental 
currency lasted for seven years,” he 
pointed out. “That of the French As- 
signats lasted seven years. That of the 
Confederate currency lasted four years. 
The German inflation continued for 10 
years, and the inflations of France and 
Italy ran their courses in 13 years. 

“The histories of recent European in- 
flations indicate that serious price in- 
flations develop when business activity 
increases toward prosperity in countries 





Victrola Sales Talk Project 
Is Now Being Extended 





NEW YORK, May 14.—Harry S. 
Goodman, who created, in cooperation 
with the National Association of Life 
Underwriters, the seven radio broad- 
casts used during Life Insurance Week 
to tie in with the booklet “Seven Wise 
Men,” has been appointed exclusive 
sales representative for the United 
States and Canada for recorded sales 
talks of the Master Salestalks Record- 
ing Bureau of New York City, of which 
General Agent Lloyd Patterson of the 
Massachusetts Mutual is editor and W. 
C. Bawden, former executive manager 
of the local life underwriters associa- 
tion, is executive secretary. 

With the Goodman organization rep- 
resenting the Bureau, instead of single 
records being sold, a yearly service of 
three records per month by three 
prominent life insurance personalities, 
is projected. This service will include 
the new electrical transcription machine 
for the proper reproduction of the 
speaker’s voice. 

Mr. Goodman has been successful in 
developing radio broadcasting service 
for life companies and agencies. His 
representatives cover this country and 
Canada and will present the possibili- 
ties of the Master Salestalks Recording 
Bureau Service personally to managers 
and general agents. According to Mr. 
Patterson, the new arrangement will en- 
able the Bureau to develop more rapidly 
the wide possibilities in recording ma- 
terial for the use of life insurance men. 

General agents and managers in 36 
states and 15 life company home offices 
have bought the first records. These 
were on “Prospecting,” by C. Preston 
Dawson, production manager, Beers 
agency, New York City, New England 
Mutual Life; “Cardinal Principles,” by 
T. M. Riehle, associate manager, Equi- 
table Life of New York in New York 
City, and “Closing,” by R. G. Engels- 
man, general agent in New York City, 
Penn Mutual Life. 

Last week recordings were made at 


the Bureau’s studio by Prof. Hubert 
Greaves of Yale on “Speech and Per- 
sonality,” Leon Gilbert Simon on “Sell- 
ing Life Insurance for Business Pur- 
poses,” Dr. S. S. Huebner on “The Four 
Great Missions of Life Insurance,” and 
H. T. Wright, Equitable Life. of New 
York in Chicago, on “What It Takes 
to Write $250,000 or Better a Year.” 

Very satisfactory reactions have been 
reported from the use of the records at 
agency gatherings. Among those who 
have expressed warm approval were 
Sidney Wertimer, Buffalo, N. Y.; W. 
L. Boyce, New York City; W. F. 
Noble, Omaha; J. S. Tunmore, New 
York City; F. A. Lichtenberg, Colum- 
bus, O.; V. T. Motschenbacher, San 
Francisco, and G. H. Greason, New 
York City. 





Home Office Underwriters 





Discuss Rating “G” Men 








“G” men as insurance risks held the 
spotlight in the second day’s session of 
the Home Office Life Underwriters As- 
sociation in New York. 

The session was called to order when 
the presidential address was given by 
Malcolm Adam, assistant vice-president 
of the Penn Mutual and president of 
the association. Mr. Adam’s talk was 
followed by the business meeting. The 
only other featured speaker of the day 
was Vice-president John M. Laird of 
the Connecticut General, whose topic 
was “Executive Underwriting.” Mr. 
Laird developed the trend of buying 
among large purchasers and said that 
applications from them generally were 
for smaller amounts, and that there was 
a corresponding tendency among under- 
writers to watch large issues more 
closely, as well as medical reports on 
cases generally. 

The accidental death rate among “G” 
men is about 70 percent greater than 
normal, which would require a rating 


that have recently expanded the Volume 
of their non-redeemable paper money 
and that these price inflations groy 
rapidly to dangerous proportions jf th 
countries continue to operate with badly 
unbalanced national budgets. : 

“It seems clearly to be the rule tha 
in any country that operates for long 
with unbalanced budgets the amounts oj 
money in circulation and of bank ¢. 
posits will steadily increase. The ¢. 
istence of this enlarged stock of money 
need not result in serious and progres. 
sive price advances if the depression 
prevails, for then it will circulate slowly 
and the excess of productive capacity 
will be so great that competing offers 
of goods will eagerly meet each de. 
mand. 

“However, in the course of time re. 
covery will come and as expanding in. 
dustry begins in various lines to ap. 
proach capacity outputs, the buyers wil 
compete for the goods, and prices wil 
mount. 

Once vigorous price advances begin 
to appear, buyers hasten to fill forward 
requirements in anticipation of still fur- 
ther increases. This, in turn, produces 
the expected advances. A self-stimu- 
lating spiral of price advances is thus 
initiated. Because of the abnormally 
large supplies of money in existence 
the prices will mount far, and if mean- 
while the government continues to in- 
crease the money supply through prog- 
ressive borrowing, uncontrolled infla- 
tion will become a reality.” 











of approximately $7.50 per $1,000 of in- 
surance. In view, however, of the rigid 
qualifications for “G” men, the general 
opinion was that rating in such cases 
would not exceed $3.75 and might go as 
low as $2.50. 

Two speakers were introduced at the 
final day’s meeting: John S. Thomp- 
son, vice-president and mathematician of 
the Mutual Benefit; and F. Phelps Todd, 
Provident Mutual vice-president. Mr. 
Thompson, who spoke on corporation 
and stock retirement plans, made the 
point that this underwriting should be 
done on the basis of the theory of prob- 
abilities. Mr. Todd stressed the idea 
that underwriters should judge no case 
unless all the necessary data for judg- 
ment were before them; and should ob- 
tain any missing data before proceed 
ing to advise the risk. 

The informal discussion on the second 
day showed that companies generally 
are willing to cooperate with each other 
in exchanging information in their pos 
session; that rating usually is not re 
moved, when a policyholder changes 
from a circumstance which _ requires 
rating under his contract to another sit- 
vation which lifts the original rating bu 
requires imposition of a second rating. 

In cases where policies are being ft 
instated, and where the original policies 
contained disability or double indem- 
nity, now no longer written, it was de- 
cided that these old privileges should 
be underwritten in accordance with the 
practices prevailing at policy issuance 

Female risks entered the discussion. 
Variation in the maximum retention 
limits for women, the session proved, 
goes from one-half to two-thirds less 
than is acceptable on male lives. 

The last topic discussed concerne 
the advisability of incorporating double 
indemnity in business insurance, and t 
was the expressed opinion that the 
amount of any prospective claim includ- 
ing the benefit could not exceed the re- 
tention limit at the age of issue. AS 
illustration, if the limit at the age ° 
issue were $5,000, the largest business 
contract available with the benefit wou 
be $2,500. 
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—— 
Urges Exemption of Life 
Proceeds for Estate Taxes 





RIEHLE COMMITTEE ARGUES 





Policies Would Be Made Payable to 
Treasurer of United States 
in Trust 





Exemption from estate taxes of life 
insurance taken out expressly to meet 
the federal tax on estates was urged 
before the Senate finance committee by 


the committee on law and legislation of 


the National Association of Life Un- 
derwriters. Theodore M. Riehle is 
chairman. The proposal is to permit 


life insurance to be made payable to the 
Treasurer of the United States, in trust 
for the payment of estate taxes, with- 
out including such insurance in the tax- 
able value of the estate. The proposal 
is in the Lonergan amendment to sec- 
tion 401 (c). 


How It Would Work 


The brief as filed by the Riehle com- 
mittee, gave an illustration of how the 
proposal would work, as follows: 

Take the case of a man whose net 
worth (after all permissible deductions) 
is $500,000. Suppose he has life insur- 
ance amounting to $150,000, all of 
which he makes payable to the treas- 
urer of the United States. The amend- 
ment would not exempt this insurance 
in its entirety. As the tax would be 
only $100,894, only that much of the in- 
surance would be exempt. The balance 
of the insurance, amounting to $49,106, 
would be included in the taxable estate, 
accounting for $11,294 of the total tax 
due. 

Operation of Present Law 


The operation of the present law was 
illustrated with a similar example as 
follows: 

Take the case of a man with $500,000. 
The federal estate tax liability on a net 
estate of that size is $89,600. Suppose 
he takes out that much insurance in 
order to avoid a forced sale of his busi- 
ness. What is the result? His taxable 
estate will be, not $500,000, but $589,- 
600, and in consequence, the tax liabil- 


| ity will jump from $89,600 to $110,208, 


an increase of $20,608, or 23 percent. 


| So the effective amount of his insur- 


ance is cut down to $68,992, although 
he must pay for $89,600. Suppose, un- 
daunted, he sets out to obtain sufficient 
imsurance to pay the whole tax in full, 


| including the tax on the insurance, he 


must secure a policy for $117,027, on 
which the premium, at age 50, is ap- 


proximately $4,500, or about one-fifth 


of the earning power of his entire estate 


» at 5 percent. 


Government Would Gain 


A table showing corresponding re- 
sults for estates of various amounts was 


} attached to the brief. 


It was pointed out that the govern- 


» Ment would gain in actual taxes, be- 


cause where estates are not subjected 
to forced sale, they have larger values, 
and consequently larger estate taxes. 
The government would also receive 
Prompt payment, and would avoid the 
loss of taxes that become uncollectable 
through the disruption of estates. It 
Was pointed out that a similar measure 


has been adopted in two provinces of 
Canada, 





Burial Associations Held Exempt 
Rv STIN, TEX,, May 14.—The third 
: urt of civil appeals has reversed and 
named the case of E. B. Phillips, et 
al. vs. R, L. Daniel, state life insur- 
ance commissioner, holding that burial 
associations are not life insurance or- 
within the jurisdiction 
board, where such as- 
write benefits exceed- 
and confine operations to a 
dius from the home office, 


8anizations and 

Of the insurance 
Sociations do: not 
Ing $150 
75-mile ra 


Would Permit Use of Life 


Insurance for Death Duties 





LONERGAN ASKS AMENDMENT 





Change in Pending Federal Tax Bill 
Urged at Hearing for Senate 
Finance Committee 





WASHINGTON, May 14.—Incor- 
poration in the pending tax bill of pro- 
visions permitting the use of life insur- 
ance policies for the payment of death 
duties against estates was urged on the 
senate finance committee by Lawrence 
A. Baker, counsel of the National As- 
sociation of Life Underwriters. 

Mr. Baker is a Washington attorney 
who is acting as special counsel for the 
National association in the federal tax 
legislation. 

R. B. Hull, managing director, and 
T. M. Riehle of New York, immediate 
past president of the National Associa- 
tion of Life Underwriters, also appeared 
before the senate finance committee to 
urge a revised form of the Lonergan 
amendment which would exempt from 
federal estate tax, funds earmarked for 
payment of the tax. 

Explaining that the adoption of such 
a provision would be beneficial to both 
taxpayers and the government, Mr. 
Baker pointed out that a similar plan 
Was proposed in connection with the 
1935 tax bill and was adopted by the 
senate. The provision was eliminated 
in conference, however, in order that a 
further study might be made of the sub- 


ject. 
Following Mr. Baker’s appearance 
before the finance committee, Sen- 


ator Lonergan (Dem.) of Connecticut, 

who sponsored the amendment to the 

last tax measure, announced that he 
(CONTINUED ON PAGE 18) 





Popular Speaker 











JAMES E. KAVANAGH 


James E. Kavanagh, vice-president of 
the Metropolitan Life, has made a num- 
ber of notable addresses lately. He 
spoke before the insurance division of 
the U. S. Chamber of Commerce in 
Washington, D. C., again at the Ten- 
nessee Association of Life Underwriters 
annual sales congress at Knoxville and 
before several other southern associa- 
tions. Mr. Kavanagh is a practical man 
and knows whereof he speaks. His in- 
surance career has been spent entirely 
with the Metropolitan Life, he starting 
as an agent. He has worked himself 
steadily up the line and therefore has a 
comprehensive knowledge of the busi- 
ness and is recognized widely as an 
authority. 








commission. 


or indifferent one. 


Independence Square 


Lump Sum Honesty 


Lump sum payment at her husband’s death, without 
explanation of optional settlement, a right she would have 
exercised,—so runs the complaint Home Offices and Insur- 
ance Departments once in a while receive from a beneficiary. 
Such payment followed by the Agent’s selling or attempting 
to sell her a single premium income or annuity, producing a 
smaller income than an option would have yielded. 
types of Agents involved. One, honest; but indifferent to 
his trust, or, the family needing immediate money, he rushes 
the proofs and calls for the full draft, instead of offering 
partial payment, full settlement to be made after the funeral. 
The other type, a rare one—deliberately, and false to his 
trust, withholds the information, to obtain a single premium 


Income settlements nominated at the time of policy issue 
prevent the exploitation of a lump sum settlement by an 
unscrupulous Agent, or the need to issue an income policy, 
with loss to the beneficiary, at the solicitation of an ignorant 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


Two 


PHILADELPHIA 

















Lytton Makes Analysis of 


American Bankers Decision 





VOLUNTARY LIEN QUESTION 





Chicago Lawyer Sees Danger in Estab- 
lishing Principle Policyholder May 
Waive Standard Provisions 





Arthur Lytton of the Chicago law 
firm of Bull, Lytton & Olson, who was 
attorney for the receiver of the Security 
Life of Chicago and has made a special 
study of life insurance receiverships and 
subsequent reinsurances, offers some 
comment on the recent decision of the 
Illinois supreme court validating the so- 
licitation of voluntary liens against pol- 
icy reserves from assured on the part of 
the American Bankers of Jacksonville, 
Ill. David Kadyk, in behalf of the at- 
torney-general, is preparing a petition 
for rehearing in this case, which must be 
filed by next Tuesday. 

Mr. Lytton points out that the su- 
preme court holds, in effect, the policy- 
holder may agree to exclusion or abro- 
gation of standard provisions apparently 
on the theory that the statute does not 
specifically prohibit such waiver. Ac- 
cordingly, Mr. Lyton concludes, stand- 
ard provisions have lost their protective 
force. To the legislative mandate that 
no policy shall be issued without certain 
provisions, he observes that a judicial 
enactment has been added “unless a pol- 
icyholder or prospective policyholder in 
his ignorance of the company’s statu- 
tory obligations permits it to violate the 
statute.” 


Question of Consideration 


The question of consideration for the 
acceptance of a lesser right for an al- 
ready accrued greater right is passed 
over with only inferential comment, ac- 
cording to Mr. Lytton. Although a 
controversial issue may be compromised 
for less than 100 percent of the recov- 
ery which may be had, he asks whether 
an admitted obligation can be satisfied 
100 percent by payment of 50 percent 
merely in consideration of the antici- 
pated insolvency of the debtor and its 
consequent receivership. 

Mr. Lytton raises the question 
whether other standard provisions 
might be waived, such as the right to 
change the beneficiary. He expresses 
the belief that the court was influenced 
to a degree by the fact that in the rein- 
surance of failed companies liens have 
been imposed on policy reserves. When 
an independent company, he points out, 
offers to reinsure the business of a de- 
funct company it is dealing with a busi- 
ness toward which it has no obligation 
by existent contract or otherwise. It 
simply states that, under certain condi- 
tions and terms, it will assume certain 
obligations as to the business of the old 
company. No policyholder of the old 
company can be forced to accept such 
terms. If he does so, he enters into a 
new contract with a new contracting 
party, relinquishing no part of his pro- 
portionate share in the assets of the 
company which originally insured him. 
Such relation with the reinsuring com- 
pany differs from that with the old com- 
pany as does day from night, he con- 
tends. 


Interest on the Lien 


The court, Mr. Lytton recalls, states 
it is immaterial whether policy liens are 
treated as assets or as deductions from 
reserve liability. The court states that 
if treated as waivers rather than as in- 
vestments, no interest need be charged 
on the lien. “Are we to infer,” Mr. Lyt- 
ton asks, “that the court recognizes the 
need of interest earnings on policy liens 
if treated as an asset? If so, it may be 
decidedly material whether the insur- 
ance director treats the liens as assets 
or as deductions from reserve liabilities.” 

Mr. Lytton asks whether the treat- 
ment of liens as deductions from reserve 











(CONTINUED ON PAGE 18) 
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Connecticut Mutual 
This Week Observes 
Its 90th Anniversary 


The Connecticut Mutual Life will ob- 
serve its 90th anniversary May 16, hav- 
ing been organized in 1848. It was the 
first company formed in Connecticut 
and the sixth in the United States. It 
was the first life company to establish 
an agency west of the Mississippi River, 
doing so at St. Louis in 1848. E, A. 
Bulkley, first president, subsequently 
became the first president of the Aetna 








Life, while E. B. Pratt, its first vice- 
president, resigned to found the Union 
Mutual Life of Portland of which he be- 
came president. Another member of its 
first board, Edson Fessenden, organized 
the American Temperance Life, now 
the Phoenix Mutual Life, serving long 
as its president. H. Morgan, first 
general agent in New York City, later 
became the first actuary and subse- 
quentiy president of the Manhattan Life, 
while another director, E. W .Parsons, 
aided in launching the Connecticut 
General Life and was one of its presi- 
dents. 


Read “Why Not Try It” by Thierbach. 
$2. Order from National Underwriter. 
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Demonstrating man’s never-ending need for protection and 

security. One of a new series of advertisements in national 

publications. (To appear in The Saturday Evening Post, 
May 9, and Time, June 1.) 








Only Two Motives Induce 
People to Buy Insurance 


—_—. 


LOVE OF FAMILY IS ONE 





Ambition to Be Independent in Old 
Age Is Other, J. M. Thomas 
Asserts 





“The question about life insurance 
selling is not how glibly and _ persis- 
tently you can talk, or how deftly you 
can cite figures, but whether ycu have 
in you the virtues of foresight, pru- 
dence, self-reliance and love of home so 
strongly held—so truly a part of your 
soul’s enthusiasm—that they pass in- 
evitably and resistlessly into others.” 

This message was carried to the 
members of the Rochester (N. Y.) Life 
Underwriters Association at their meet- 
ing this week by John M. Thomas, vice- 
president of the National Life of Ver- 
mont, the subject of whose address was 
“Bad Men Don’t Buy Life Insurance.” 

Although modern life insurance is 
adapted to fulfill a wide variety of needs 
in the complicated economic and social 
structure, according to Mr. Thomas, 
fundamentally there are only two mo- 
tives which induce one to pay out his 
money for a policy. One is his love 
for his family and the other is the 
ambition to be independent in old age. 


Discerns Real Motive 


Many men, he pointed out, are build- 
ing a considerable insurance estate so 
that their executors may have at their 
disposal adequate free cash wherewith 
to pay the large inheritance taxes now 
demanded. “You call that insurance 
for tax purposes,’ he observed, “but 
the motive is to protect one’s estate for 
one’s family.” 

Likewise the motive in business in- 
surance is to assure to one’s family 
the capital investment in his business. 

Mr. Thomas declared it is the busi- 
ness of the agent to bring the traits 
of love of home and ambition to be 
independent into action, to turn them 
from sentiment into deeds. 

“You are asking a man to be intelli- 
gent, to view life as a whole, to be 
prudent, discreet, thrifty, and to do his 
duty,’ Mr. Thomas observed. “You 
are asking him to be strong, to be gov- 
erned by his reason and not by his im- 
pulses, to curb his desires for present 
luxuries for the sake of future necessi- 
ties for his family and for himself. You 
are asking him to be manly, to do his 
duty by his boy, to spend a little less 
on himself in order that his children 
may have a better chance.” 


Whitehurst Is President of 
South Coast Life of Texas 


T. N. Whitehurst, who started life 
insurance work five years ago with the 
San Jacinto Life of Beaumont, Tex., 
and who for the past three years has 
been Beaumont general agent of the 
Pan-American Life and his company’s 
leading producer, has been elected presi- 
dent of the South Coast Life of Beau- 
mont. Other officers elected are: Guy 
H. Reed, medical director; Virgil K. 
Howard, general agent; W. O. Chil- 
dress, secretary and actuary. W. C. 
Merritt, who resigned as district man- 
ager of the United Gas Company, has 
been named to assist in the organiza- 
tion of the South Coast Life general 
agency in Beaumont. 

Officials of the company, who plan 
to write semi-industrial business, say 
that its operation will be state-wide. It 
is planned to open offices in Port 
Arthur, San Antonio, Sherman, Hous- 
ton, Dallas, Fort Worth, Abilene, Waco 
and Tyler. 

Mr. Whitehurst will act in an ad- 
visory capacity, retaining his affiliation 
with the Pan-American Life. W. M. 
Gallaway will be agency supervisor. 
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RALPH G. ENGELSMAN 





At the early bird breakfast to inaugy. 
rate Life Insurance week in New York, 
new officers of the Life Underwriters 
Association of the City of New York 
were nominated by John M. Fraser, 
chairman. These nominations consist 
of five officers and 35 elected members 
of the executive committee. 

Ralph G. Engelsman of the Penn Mu. 
tual is nominated for president. 

For vice presidents there were nomni- 
nated: Lloyd Patterson, Massachusetts 
Mutual; Edwin J. Allen, John Hancock; 
D. H. Ward, Union Central. 

For secretary, Louis A. Cerf, Jr., Fi- 
delity Mutual. 

For chairman of the executive con- 
mittee, Arthur V. Youngman, Mutual 
Benefit. 

Mr. Engelsman has made a highly 


successful record as a personal producer, § 


an agency builder, and a life insurance 
educator. In collaboration with Super- 
intendent of Agencies V. B. Coffin of 
the Connecticut Mutual he has written 
several books on life insurance selling. 
Energetic and enthusiastic in his work, 
he has frequently advised agents to “get 
excited” about their vocation. Although 
he is not in favor of high-pressure sell- 
ing, he believes that where a definite 
need exists and the prospect has the 
money to pay for needed coverage, the 
agent should stick with him and use the 
necessary persuasion to make the sale. 
In such a case the buyer will afterward 
be glad he bought, whereas in the high- 
pressure sale the prospect buys some- 
thing he doesn’t want and is afterward 
sorry for doing so. 

Mr. Engelsman was on the faculty of 
New York university’s former life in- 
surance sales training course but about 
five years ago resigned to give his full 
time to his general agency. He has con- 
tinued his interest in educational work, 
however, and has been a_ frequent 
speaker at life insurance meetings IM 
New York City and elsewhere. 





F. O. H. Williams Succeeds 
Gorton as Hartford Manager 





Joseph C. Gorton, general agent ™ 
Hartford of the Connecticut Mutual 
Life, celebrated his 68th birthday May 
10, and this year will mark completion 
of 54 years in its service. At his re 
quest he has been relieved of orgal- 
ization responsibilities, and hencelor 
ward will confine himself to persona 
production, continuing however as ge! 
eral agent. = 

After June 1, F. O. H. Williams, 
manager of the office at New Haver, 
will handle the New Hartford branch 
as well. : 
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institutional Lenders File 
Protest with Congressmen 


——_~ 


FORM CHICAGO CONFERENCE 





Urge House Resolution Curtailing 
Bondholders Protective Commit- 
tees Be Modified 





Life companies, fraternal societies and 
rust companies formed the Municipal 
Bondholders Conference at a meeting 
in Chicago and adopted a resolution of 
rotest against House Resolution 12,078 
in Congress which seeks to curtail for- 
mation of municipal bondholders’ com- 


ittees. ; =e 
ye eo A. Bangs, president United 
Mutual Life, Indianapolis, who has 


made a long study of municipal bonds, 
defaults and method of avoiding and 
correcting the situation, was named 
chairman. The text of the resolution 
of protest was transmitted to members 
of both houses of Congress. The house 
resolution was being considered in com- 
mittee at Washington this week. 


Oppose Hampering Legislation 


Members of the conference, the reso- 
lution stated, are in accord with the 
principle of the utmost reasonable and 
practicable publicity and information for 
all bondholders’ committee deposit 
agreements and activities, but oppose 
any legislation which might hamper the 
eficient and economical operation of 
such committees by imposing imprac- 
ticable and cumbersome restrictions. It 
was stated the house proposal insofar as 
it applies to bonds of municipalities 
and other subordinate governmental 
agencies “is opposed to a wise public 
policy and should not be enacted,” and 
members of both houses were asked 
not to pass the resolution in a form 
applicable to municipal bonds. 

In a communication to senate and 
house leaders, Chairman Bangs said the 
house resolution would have a hamper- 
ing and restrictive effect, delaying and 
defeating rehabilitation activities in 
communities, now and in the future, in 
regularizing, refunding and refinancing 
debt structures. He held this would 
impair credit, prolong depression and 
impede and prevent real estate trans- 
fers and mortgages. 


Would Have Wide Application 


The house resolution would apply to 
many forms of bond investments, in- 
cluding bond issues on hotels, apart- 
ments, etc., of which the life com- 
panies, fraternals and trust companies 
hold a large amount; excepting federal 
obligations. 

Members of the conference are con- 
vinced that bondholders’ committees 
have been responsible for a very large 
proportion of the improvement during 
the depression in the debt structure of 
municipalities, hotels, apartments and 
other ventures which had gotten into 
financial difficulties. It was admitted 
a racket in some instances was prac- 
ticed in forming such committees, but 
It was felt the great good possible by 
honest, sincere organizations of this 
type should not be hamstrung because 
of the comparatively limited operations 
of the racketeers. 


Defaults Much Reduced 


The picture, insofar as governmental 
obligations other than federal are con- 
cerned, has considerably improved in 
the last two or three years. March 1, 
1935, there were in default bond issues 
of one state, 359 counties and 870 cities 
and towns, not including reclamation 
and other district issues, whereas, April 
10 this year there were no state bond 
Issues in default, and only 294 of coun- 
tes and 794 of towns and cities. This 
represents a reduction of almost 20 per- 
cent in county bond issues and 9 per- 
cent in those of cities and towns. 
_The institutional lenders are espe- 
cially concerned over the resolutions 











C.L.U. NEWS 


c. L. U. CANDIDATES GUESTS 


Indianapolis men who are planning to 
take the C. L. U. examination in June 
were guests of the Indianapolis C. L. U. 
chapter of Chartered Life Underwriters 
at a luncheon meeting. Speakers were 
E. A, Crane, trustee National Associa- 
tion of Life Underwriters; George J. 
Brown, Lafayette, director national 
C. L. U. chapter; L. T. Boyd, Kokomo, 
first Indiana C. L. U. past president of 
the Indianapolis chapter; Dan W. Flick- 
inger, F. D. Brosnan, chairman of the 
membership committee, and : 
Nyhard, past president of the chapter. 

to + 
ATTORNEY LOS ANGELES SPEAKER 


At a_ special luncheon’ meeting 
of the Los’ Angeles | a i 2 
chapter, Arthur Rosenblum, Los An- 
geles attorney, discussed _ recent 
court decisions affecting the _ in- 
contestable clause. Mr. Rosenblum 
specializes in handling life insurance 
claims and has been successful in secur- 
ing some ‘remarkable court decisions, 
which he reviewed. Alvin. Kingsbacher, 
Equitable of New York, president Los 
Angeles chapter, was chairman. 











being made applicable to municipal 
bonds because these investments are 
serving greatly to increase the net yield 
from the entire portfolio. The writeup 
on many issues has been such that ac- 
tual yield represents from 4% to 5% 
percent, although nominal yield may be 
as low as 1% percent. Assets of fra- 
ternal societies are very largely in- 
vested in municipal bonds and life com- 
panies also carry a substantial percent- 
age. 

The house resolution as drafted would 
require interests desiring to form a pro- 
tective committee to submit all details 
of their plan to the SEC at Washing- 
ton for approval. The _ institutional 
lenders expressed belief at the Chicago, 
conference that government red tape 
and requirements imposed by the reso- 
lution would make it virtually impos- 
sible to form a committee in time to be 
of any practical use. 





Connecticut General Has 
New Fliers Accident Form 





The Connecticut General is issuing a 
private flier’s accident policy which is 
being used by fire and casualty agents 
as well as life agents to meet the de- 
mand for this special coverage. The 
policy provides indemnity for death, 
occurring within 90 days from date of 
the accident. 

Limits are $3,000 minimum and $10,- 
000 maximum at premium charge of 
$15 per thousand, age limits 16-60. The 
policy does not cover professional fliers. 

It includes exclusions common to 
aviation insurance contracts, such as 
that insurance does not cover air death, 
caused by any violation of regulation of 
the Bureau of Air Commerce, acrobatic 
flying, flying in newly constructed air- 
planes before testing. 

The policy covers death from any 
accident cause in addition to an acci- 
dent while doing private or transport 
flying. It is especially suited for life 
agents who desire to provide death in- 
demnty for clients without adding sub- 
stantial extra premium. The Connec- 
ticut General is being assisted by W. W. 
Brinckerhoff of New York, specialist in 
aviation insurance and treasurer Pri- 
vate Fliers Association, who helped to 
draft the coverage and prepare rates 
and is assisting in underwriting the avi- 
ation hazard. 


Settlement Options Slide Rule. $1.50. 
Diamond Life Bulletins, 420 E. 4th St., 
Cincinnati. 








Why B.M.A. 


B. M. A. is a good company to represent, 
because: 


1. Company writes complete income pro- 
tection, including Life, Accident, 
Health, All-Ways and Annuity con- 
tracts. 


2. Insurance is on the Guaranteed Low 
Cost Plan. 


3. Good will is built up for the Company 
through prompt and efficient service in 
issuing policies and meeting obligations. 


4. Insurance is written on medical and non- 
medical plans—on standard and special 
classes. 


5. Only full time salesmen are emploved. 


6. Complete training course is provided to 
aid salesmen to early production. 


MORE THAN  $36,000,000.00 IN 
BENEFITS PAID TO POLICY- 
OWNERS SINCE ORGANIZA- 
TION. 


BUSINESS MEN’S 
ASSURANCE CO. 


Kansas City, Mo. 











W. T. Grant, President 
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Service... 
Strength... 
Progress 


ORE than $107,000,000 has been paid 
to policyholders and beneficiaries by 






The State Life Insurance Company, since 
organization September 5, 1894... Re- 
serves of over $46,577,000 are computed 
on strong, conservative bases; liquidity is 
adequate; and the Surplus Fund of over 
$1,633,000 provides added security ... A 


progressive and up-to-date program 























affords agency opportunities. 
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Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Liberal First Year Commission and Non-forfeitable 


Renewal Commissions 
Assistance in the Field Home Office Co-operation 





GLOBE LirE INSURANCE Co. 
OF ILLINOIS 


WM. J. ALEXANDER, President 
An Old Line Legal Reserve Company—Established 1895 
40 Years of Continuous Faithful Service 
to Policyholders 





Writing Complete Line of Modern Policies with 
All Standard Provisions 


Ages (0-60) 
Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 


Write Us Topay ror Particutars 


431 South Dearborn Street Chicago, Illinois 




















Union Central Appointments | 
















R. F. TELLKAMP 


Two important agency promotions 
were made by Union Central Life. 
Harold P. Winter, manager of the Dav- 
enport agency since February, 1929, has 
been advanced to district supervisor, 
with headquarters in the home office. R 
F, Tellkamp, Tulsa agency supervisor, 
has been appointed to succeed Mr, Win- 
ter at Davenport. 

At the time of his appointment to the 
Davenport agency Mr. Winter was one 
of the youngest managers in the com- 
pany. He is a native Iowan and was 
graduated from the University of Chi- 
cago. On completing his college train- 
ing he spent two years in executive work 
for the Y. M. C. A. In 1924 he joined 
the John Hancock Mutual as cashier of 
its Peoria agency. A year later he re- 
signed his office duties in order to de- 
vote full time to personal selling. He 
Was appointed a supervisor, a position 
which he held for three years until 1929, 














HAROLD P. WINTER 


when he was appointed manager of the 
Union Central in the Davenport, Ia, 
agency. 

Mr. Tellkamp has been an outstanding 
personal producer for more than six 
years. Rockford, Ill., was the scene of 
Mr. Tellkamp’s start. His first full year 
in the business found him above the 
$220,000 mark. The second year he 
increased his sales to $260,000. He hit 
his stride in 1932, with his first year of 
$500,000 production. Since then he has 
been a consistent producer of a large 
volume of business, and has four con- 
secutive memberships in the $500,000 
Club to his credit. A year ago Mr. 
Tellkamp left Rockford to take up new 
duties as a supervisor for the Oklahoma 
City agency. His headquarters were in 
Tulsa, a city entirely new to him, yet 
he maintained his $500,000 Club mem- 
bership despite the change of back- 
ground. 








Hayward Is John Hancock 
Vice-president, Director 





F. P. Hayward, who has been treasurer 
of the John Hancock Mutual Life since 
1924, has now been elected a vice-presi- 
dent and a director. He joined the com- 
pany 46 years ago. In 1900 he became 
cashier and in 1911 assistant treasurer. 


Speaks to Chicago Lawyers 


In a talk to the Insurance Lawyers 
Club of Chicago Alexander J. Resa dis- 
cussed need for a revision of the law 
in the manner of distribution of review 
cases between the supreme and appel- 
late courts. Some rule should be laid 
down governing insurance questions so 
as to provide a reliable gude for insur- 
ance companies, the public and the 
courts, he said. The procedure under 
the new civil practice act was consid- 
ered by Mr. Resa. 





Agents Not Employes 


INDIANAPOLIS, May 14.—Agents, 
salesmen and solicitors working on a 
strictly commission basis are not sub- 
ject to the state unemployment com- 
pensation law, the state board has ruled 
in response to a question raised by com- 
pany representatives. 

“If the employment is solely on a 
commission basis and the salesman or 
solicitor is master of his own time and 
efforts and his compensation depends 
wholly on the amount of effort he 
chooses to expend in his occupation, he 
is not an employe of the principal em- 
ployer, but an independent contractor,” 
the ruling said. 





Mayor Wilson’s Good News 
on Philadelphia Tax Levy 


PHILADELPHIA, May 14—Ad- 
dressing the policyholder’s luncheon of 
the Philadelphia Association Life Un- 
derwriters Mayor Wilson declared the 
proposed 4 mill tax against mutual life 
companies of Philadelphia was definitely 
off. Bowing to President Kingsley, 
Penn Mutual, and other local company 
executives seated at the head table, the 
mayor said economies effected by his 
administration plus increased revenues 
of the city had made the tax unneces- 
sary. 

Inasmuch as the tax had been pro- 
posed by Mayor Wilson and the ordi- 
nance drawn up by him, his remarks 
drew considerable applause from the 
large attendance. 


Boston Claim Men Elect 


BOSTON, May 14.—The Boston Lite 
& Accident Claim Association at its 
closing meeting of the year had as guest 
speaker R. K. Metcalf, manager claim 
department Connecticut General Life 
and president International Claim As- 
sociation. Mr. Metcalf made a plea for 
closer cooperation between underwriters 
and claim departments and exchange 
ideas which he maintained would furnish 
many leads for new business. b 

Harry W. Munn, Loyal Protective, 
was elected president; W. E. Robinson, 
Employers Liability, vice - president 
George Bacon, Massachusetts Accident, 
treasurer, and John Ayers, New Eng- 
land Mutual Life, secretary. The & 
ecutive committee include J. S. White: 
more, Eastern Commercial Travelers: 
H. B. Fowler, General Accident, and 
H. J. Waters, Hooper-Holmes Bureat- 
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— AD BRIEFS 


Chandler Publicity Officer 
sun Life of Canada Man Had Practical 
Experience in the Daily Newspaper 

Field 











J, E. Chandler, who becomes pub- 
‘icity officer of the Sun Life of Canada, 
has a host of friends in his organiza- 
ion. He joined the company in July, 
1919, and for over 10 years acted as its 





J. E. CHANDLER 


press representative. He was made 
supervisor of its press bureau at the 
head office in January, 1930. Mr. 
Chandler had been in active newspaper 
work and for two years was on the staff 
of the Boston “American.” In his pres- 
ent position he has entire charge of 
advertising and publicity and his ad- 
ministrative duties are closely related 
to those he has always performed. 





North Central Round Table 


of Advertisers Association 





The program for the north central 
round table of the Life Advertisers As- 
sociation to be held at the Edgewater 
Beach Hotel, Chicago, May 22 has been 
announced. W. T. Plogsterth, director 
of field service of the Lincoln National 
Life, is chairman. The speakers and 
their discussants are as follows: 

Our Job—To Help Agents, D. Bobb 
Slattery, assistant to vice-president 
Penn Mutual. 

Carrying on Life Insurance Week, 
Stephen A. Swisher, Jr., assistant super- 
intendent of agencies Equitable Life, 
Des Moines. 

Promoting Time Control, R. P. Thier- 


bach, assistant director of agencies 
Northwestern Mutual. 
Definitizing Your Advertising with 


Your Market, George A. Adsit, manager 
of agencies Girard Life. 

Summer Sales Campaigns, E. E. Kirk- 
patrick, superintendent of agencies Ohio 
National Life. 

Summer Business Prospects, Reuben 
D, Cahn, director of Chicago “Tribune” 
Planning department and editor Chicago 
Tribune Survey. 

Selective Advertising with Selective 
Selling, R. C. Budlong, advertisers serv- 
" eieniaieeenaai Brown & Bigelow, St. 

‘aul, 

Something of Interest from Our Ex- 
perience, 

_ (Each of several speakers will present 
m from three to five minutes a success- 
ful idea from his company’s recent ex- 
perience.) 





Reliance Life Illustrates 
Trade Newspaper Campaign 





R. C. Braun, advertising manager of 
the Reliance Life, in order to acquaint 
its field force with the tie-up of its 
trade insurance newspaper campaign, 
las put out a special folder, which on 
its folder is a facsimile of the front 
Pages of the trade papers in which it 
advertises. It gives the agents a com- 
Prehensive idea of the campaign, show- 


‘Canadian Life Advertisers 


with the next and how the central cam- 
paign theme persists through the series. 
Mr. Braun feels that the campaign will 
be increasingly valuable to the men in 
the field as a prospecting help. A copy 
of every advertisement in the series is 
shown. -As Mr. Braun puts it, “the 
1936 Reliance Life trade paper adver- 
tising campaign not only will emphasize 
the wonders of modern life insurance 
and the strength of this particular com- 
pany but it will also serve to establish 
the agent in his particular community as 
a leading life man.” The agents can use 
ideas from this advertising for copy in 
their local papers. 





Select Cowls as President 


MONTREAL, May 14—At the an- 
nual meeting here of the Life Insurance 
Advertisers Association of Canada, Wil- 
liam Cowls, Mutual Life of Canada, was 
elected president, Fred Ivory, Canada 
Life, vice-president, and George Win- 
ship, Continental Life, Toronto, secre- 
tary-treasurer. 

B. W. Keightley, advertising manager 
of Canadian Industries, gave what may 
be considered an expert layman’s anal- 
ysis of the life insurance business. After 
giving figures on income and disburse- 
ments of Canadian companies he said: 
“My study indicates to me that life in- 
surance companies have avoided many 
of the errors and excesses of companies 
engaged in other classes of business. 
Life insurance seems to have suffered 
little or nothing from the mania for 
mergers, over-capitalization and holding 
companies. The paid up capital of 
Canadian life insurance companies is 
about % of one percent of the total 
funds of the companies, and this ratio is 
bound to decrease in the future.” 
Arthur B. Wood, president Sun Life, 
in a luncheon address urged that in ad- 
vertising and selling the stress be laid 
on protection of the home, keeping en- 
dowment and deferred annuity features 
in secondary position. Referring to diffi- 
culties in life insurance advertising, Mr. 
Wood pointed out that while some one 
reading an advertisement of an auto- 
mobile or other article of merchandise 
might go to see it, “it is an unusual man 
who will call at the office of the com- 
pany to discuss taking out a policy. We 
are all dependent for our business upon 
the efforts of the life insurance sales- 
man, and all our advertising can hope 
to accomplish is to make his work 
easier.” 





Insurance Under Section 102 


Insurance companies and banks, al- 
though exempted in the new income tax 
law which penalizes undistributed cor- 
poration earnings, are_ specifically 
brought under the old Section 102, which 
permits of a penalty tax on earnings 
that are retained for the purpose of 
enabling stockholders to escape the per- 
scnal tax they would have to pay if the 
income ‘was distributed in dividends. 
In Section 102 the penalty depends on 
“every corporation” while the new law 
specifically enumerates banks and _ in- 
surance companies and some other cor- 
porations. 

It is not believed that any insurance 
companies now operating are exposed 
to the penalties of section 102. There 
was a possibility that capitalists might 
form insurance companies, in which the 
retention of surplus is ordinarily de- 
sirable, to take advantage of the exempt- 
tion. Evidently the administration is plug- 
ging all visible loopholes in order to 
prevent what it regards as improper 
accumulation of surplus. 


New Title for Company 


Title of the Industrial Health Acci- 
dent & Life of Philadelphia has been 
changed to Industrial Life. 


To increase sales efficiency write for 
“Buying Time.” It’s free. Diamond Life 








RECORDS 


National Life, Vt—Reports increase 
of $1,297,465 in paid business in April 
over the corresponding month a year 
ago. This makes the 18th consecutive 
month in which it has reported in- 
creases in paid business. 

Northwestern Mutual—New paid-for 
insurance in April was $25,224,118 on 
6,871 policies, an increase in amount 
of 11.19 per cent over last April. New 
insurance paid for the first four months 
of this year is $93,493,961 on 23,825 pol- 
icies, gain 8.89. Total new business, in- 
cluding annuities, was $25,882,329 for 
April, and $96,729,082 for the 
months. 

California-Western States Life—April 
was the best month this year, with an 
increase of 26 percent over April, 1935, 





four 





in completed new business. Paid pro 
rata totals increased proportionately. 
April was the fifth consecutive month 
in which sales have been in excess of 
10 percent above those of the corres- 
ponding month a year ago. Insurance 
in force increased at a 3.4 percent an- 
nual rate the first third of the year. 

Connecticut Mutual Life—lIt re- 
ports a gain of 10.8 percent for April 
in paid-for life insurance sales. Sales 
were $8,549,608 as compared with $7,- 
713,829 last April. 

Old Line Life—New paid business 
for the first quarter increased 20 per- 
cent, insurance in force gained 6 per- 
cent while admitted assets increased 
$219,057 since Jan. 1 to $18,885,922 as of 
March 31. April was the largest month 
in new written life insurance since June, 
1932. Accident and health gained 32 
percent in number of applications and 
20 percent in new premiums the first 
four months. 




















LOOK FOR THE LATCHSTRINGS 


Prospects who read the LIFE 
INSURANCE WEEK advertising 
are bound to feel friendly towards 
you and your business. 


This is the time to be at their 
~ front door-steps. If they 
have no latchstring, you 
can at least ring the bell. 


Tell them what you know 
about “the quiet miracle 
of life insurance at work” 
and they will tell you they 
are glad you came around. 


Che Prudential 


Insurance Company of America 
EDWARD D DUFFIELD, President 


Home Office - 


Newark, New Jersey 











ng how each advertisement dovetails in 


Bulletins, 420 E. 4th St., Cincinnati. 
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VIEWS GROUP LIFE, SOCIAL SECURITY 


(CONTINUED FROM PAGE 1) 





the employer .5 of his payroll. For 
sickness and accident the employe pays 
-8 percent and the employer nothing. In 
group annuity the employe contributes 
3.5 percent and the employer 4 percent 
with an additional 3.5 percent each year 
for 20 years to recognize service. This 
means a total employe outlay of 5 per- 
cent of his pay and for the employer 
8 percent of his payroll. 

In view of the social security act’s 
program for old age benefits the group 
annuities can .be modified to coincide 
with private programs. The social se- 
curity act scales down in benefits as a 
percentage of earnings as the employe’s 
pay increases, and therefore the private 
annuity plan should compensate for this 
decline by providing gradually increas- 
ing benefits for each higher earning 
class. 

It is estimated that the gross outlay 
by the employer for the above retire- 
ment plan, including social security 
taxes, would be 6 percent of the payroll 
for the years 1937-1955 and 5 percent 
thereafter, 

The social security act will not have 
much effect on existing group life, sick- 


understand that the social security act 





ness and accident benefits. Less than 
4 percent of one company’s customers 
have even raised the question and less 
than .5 percent have given the slightest 
suggestion that they might discontinue 
these benefits when the social security 
legislation is effective. Mr. McDonald 
says he knows of no life, sickness or 
accident contract which has been can- 
celed because of the social security act. 


Will Not Affect New Plans 


The social security act will not affect 
the new installation of death, sickness 
and accident programs, for employers 


provides mainly old age and unemploy- 
ment benefits and that the need of their 
employes and their families for life in- 
surance and an income while laid up on 
account of illness or non-occupational 
injury is as great as ever. Such cor- 
porations as the Republic Steel, the 
American Locomotive, Bausch & Lomb, 
United States Steel, May Department 
stores, Brown & Bigelow, Weyer- 
haeuser Timber have started group pro- 
grams in recent months. With full ap- 
preciation of the importance of an in- 
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benefits. 
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It's conceded that there's prospect-value in a 
life insurance claim. 
5-Way Insurance the ratio of prospect-value is 
vastly increased—for there are 4 chances out 
of 5 that the policyholder himself will collect 


Take, for instance, one typical experience. A new underwriter's 
third sale—$5,000 5-Way. A year passes. The insured becomes 
ill—incapacitated for 9 months. Each month the underwriter person- 
ally delivers a $100 check to that home—for sickness benefits under 
the 5-way—life-saving benefits to that family of wife, sick husband, 
three young children! The policyholder wants his friends to know. 
Leads await the underwriter on each visit. The insured recovers. 
Still the leads come—quite unsolicited. Later the policyholder leaves 
town. But even yet the leads continue. The result—37 cases placed 
to date by the underwriter on the strength of that one 5-Way sale! 


5 WAY INSURANCE EXCELS AS A BUILDER OF BUSINESS 


acitic Mutual Lite 


/nsurance Company sara 


GeorcE I. CocHRAN A. N. Kempe 
Chairman President 
HOME OFFICE - OFFICES ASSETS 
LOS ANGELES, IN OVER 
CALIFORNIA 42 STATES $215,000,000.00 
to} 
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“The sooner you plan your future the better your future will be" 


BE WISE 


37 SALES 


And with Pacific Mutual 


TO 16 


sured income in old age, Mr. McDonald 
said the protection of the families must 
not be overlooked, as out of 100,000 
persons alive at age 30, one-third will 
die before they reach 65. 
The effect the social security act will 
have on existing private pension plans 
and establishment of new plans in the 
future, was considered by Mr. McDon- 
ald. Some _ existing pension plans 
probably will be revised to take account 
of the contemplated federal old age 
benefits, but without in any way sacri- 
ficing the effectiveness of adequate re- 
tirement incomes. Employers realizing 
the importance of setting up retire- 
ment incomes bearing a_ reasonable 
relationship to pay, probably will es- 
tablish new private plans, the benefits of 
which, when added to social security 
provisions, will produce the desired ob- 
jective. 
New private retirement plans have 
been inaugurated since the social secur- 
ity legislation was enacted. These are 
of two types: One which applies to the 
entire organization regardless of pay 
or position, and the other which pro- 
vides retirement benefits for the so- 
called key personnel group only, which 
includes those earning $3,000 annually 
or more. 
Legislation usually means a consider- 
able advance in the average business 
man’s pension education. It sometimes 
accomplishes what otherwise might re- 
quire many years of experience and 
publicity. Experience in Great Britain 
indicates quite clearly that the estab- 
lishment of private retirement plans 
usually on a group annuity basis has 
flourished in recent years. Life insur- 
ance companies in England underwrote 
in 1935 more private annuity plans than 
had been installed in the whole United 
States in 1934 and 1935 combined. 





Commissioners to 
View Vital Topics 


(CONTINUED FROM PAGE 1) 


on urban mortgages and real estate as 
insurance company investments. Deputy 
Commissioner Speidel, Iowa, will dis- 
cuss farm mortgages. 

A final session which will probably be 
executive is scheduled for June 12 when 
additional reports of committees will be 
heard, officers and members of the ex- 
ecutive committee for the coming year 
elected, and resolutions before the con- 
vention considered for adoption. 


ENTERTAINMENT PLANS 


ST. PAUL, May 14.—Given favorable 
weather, the National Association of In- 
surance Commissioners is due for a 
week filled with entertainment when it 
holds its annual meeting here. 

George W. Wells, general chairman 
of the local committee on arrangements, 
has announced the entertainment high- 
lights. 

A dinner will be given at the Lowry 
Hotel June 8, by the Minnesota Asso- 
ciation of Insurance Agents, the St. Paul 
Exchange and the Minneapolis Under- 
writers Association. There will be no 
speaking. 

Tuesday noon all commissioners, their 
wives and other insurance notables will 
be guests at the annual luncheon of the 
Insurance Federation of Minnesota at 
the St. Paul Hotel. John A. Hartigan, 
former Minnesota commissioner and now 
with the Equitable Life of New York, 
will be toastmaster and the principal 
speaker will be Jesse S. Phillips, board 
chairman of the Great American In- 
demnity. 





Pamunkeys Hold Stag 


Tuesday night the Pamunkeys will 
hold a stag supper and ceremonial at 
the Lafayette Club, Lake Minnetonka, 
largest lake near the Twin Cities. This 
affair will be preceded by a sight-see- 
ing trip around both cities. 

All day Wednesday will be given 
over to recreation. There will be fish- 























ing excursions to nearby lakes, golf and 


ria 
All in a Day’s Work for 
General Agent Cornevin 


errr E 

L. R. Cornevin, state manager for the 
Kansas City Life in South Carolina re. 
cently was returning with an agent from 
a late interview when the hunting do 
he had in the car began whining to get 
out. Mr. Cornevin stopped the car, As 
soon as he did so he heard the soungs 
of someone in distress. 

Investigating, Mr. Cornevin found an 
overturned automobile, a dead man anj 
a woman who, in great agony, was 
about to become a mother. 

Having been a medical student years 
before, Mr. Cornevin dispatched the 
agent to the nearest telephone for ay 
ambulance and proceeded to take care 
of the expectant mother. The baby was 
successfully delivered. Mr. Cornevin 
took off his shirt, wrapped up the child: 
his coat he threw around the mother, 
and when the ambulance arrived sen; 
them to the hospital. Both mother and 
child are doing well. 

















President Roosevelt Vetoes 
Life Companies’ Tax Relief 





WASHINGTON, May 14.—Declar. 
ing his opposition to legislation which 
would grant special treatment to indi- 
vidual taxpayers and _ discriminate 
against “the whole body” of federal tax- 
payers, President Roosevelt vetoed a 
bill passed by Congress to afford relief 
to the Bankers Reserve Life and Wis- 
consin National Life. 

The bill was designed to authorize 
the United States court of claims to 
hear and adjudicate claims of the two 
companies for refund of income taxes 
paid for 1923-1925 under provisions of 
Section 245 (a) (2) of the revenue acts 
of 1921 and 1924, which were held un- 
constitutional by the Supreme Court in 
the National Life case. 

Rebuking Congress for enacting spe- 

cial legislation to care for individual tax- 
payers, the President pointed out that 
“the bill would confer jurisdiction upon 
the court of claims notwithstanding the 
bars or defense of any settlement here- 
tofore made or of res judicata, lapse of 
time, laches, or any statute of Imita- 
tions.” 
Congress itself, he pointed out, has 
provided in its revenue acts provisions 
requiring the filing of claims for refund 
within a specified period. The field of 
special legislation of this character 
should not now be opened to relieve 
special classes of taxpayers from the 
consequences of their failure to file re- 
fund claims within the period fixed by 
law,” President Roosevelt said. 








women. The White Bear Yacht Club 
will be open to those who wish to spend 
the day there. ; 
The climax of the entertainment will 
come Thursday night with a large din- 
ner dance at the St. Paul Hotel. 


SEEK STOP IN MADISON 
MADISON, WIS., May 14.—Com- 


missioner Mortensen has issued an in- 
vitation through J. J. Magrath of the 
New York department, who is arrang- 
ing the trip for eastern department rep- 
resentatives to the commissioners’ con- 
vention in St. Paul, to have the delega- 
tion stop off in Madison. The eastern 
contingent is planning a stop at the 
famous Wisconsin Dells June 7, and 
Commissioner Mortensen suggests that 
the train be routed via Madison to visit 
the Wisconsin capital that morning 
and proceed to the Dells from here. 





G. D. Preston, superintendent of the 
Prudential at Irvington, N. J., has com- 
pleted 40 years of service with the yest 
pany. He started in Camden, N. J., am 
served in Harrison, N. J., and Phila- 
delphia before going to Irvington ™ 





water sports and bridge parties for the 
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ge Cities Push Drive 


in Life Insurance Week 
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for the rpting doubtful investments merely be- 
Ia, re aise they pay a good return. ‘There 
Nt from HMMs been a tendency to reduce dividends 
Ng dog Hy dlicyholders. It is better for the 
to get Mlmwicyholders to receive less dividends 

nd be absolutely safe as far as the prin- 





tal is concerned without the slight- 
«element of chance, said Mr. Pink. 
























und an —_—_—— 
“and Wl’ CHICAGO BREAKFAST 





i= A big business executive, Clarence B. 
for an Randall, vice-president Inland Steel, 
© care jected himself and placed himself un- 
vy was ME woe microscope at the breakfast 
rnevin eecting of the Chicago “association in- 
child. questing Life Insurance Week. Mr. Ran- 
ithe ial presented his reasons for, owning 
l , @ large amount of life insurance. 
_ seat He said his father had no life insur- 
T and ance. He is over 86 and has been de- 
pendent on Mr. Randall for many years. 
—— ‘Itis a great joy to me that I can give 
tat protection,” Mr. Randall said, “but 

es itis instinctive to crave that the burden 
eli f yould not fall upon my children. 

e Analyzes His Motives 
eclar- ‘The next factor I believe was my 
which sowing consciousness that I didit 
indi- lave the necessary character to save 
inate noney. The first thing paid in our hone 
rane «ery month is the insurance premium. 
as We never think of the gross income, 
rolled but only the net. I could not liave saved 
Wis by other means as I have with life in- 

Ss surance. 

F ‘The third factor is that I am alto- 
orize gether too busy, too hurried, to invest 
Sto my money intelligently. I am glad to 
two @M lave these insurance company execu- 
AXES tives to worry about the investment end. 
S ot “It is singular how many women re- 
acts gard life insurance as so much money 


un- gone out of the pay check that they can 
uever use except in widowhood. ‘here 
is still a wide field for life agents in 


spe- teaching women the many uses of life 
ax: insurance for the living.” ~ 
= Great Market in Masses 
the \i. Randall said the greatest future 
re. uarket for life insurance is in its appli- 
of cation to the masses. He told of an 
til= ilspection trip in one of his company’s 
coal mines in Kentucky last week, one 
1as lan with whom he had talked being se- 
ns verely injured while Mr. Randall was 
nd at the mine. He said he has a feeling 
of of great gratification whenever there is 
fer an accident or death in the industry be- 
ve cause he had a part in adopting group 
he lie and other insurance plans to care 
e- ior the workers in time of trouble. 
yy The group life and annuity plans are 


a fne beginning, teaching laboring men 
what life insurance is and how to secure 
i. One of the dreaded incidents at the 
b Inland Steel head office is receipt of 
d the telegram bearing two red stars tell- 
ing of the death of a worker, but this is 
i! a shock mitigated to some extent by 
a realization the family will be cared for 
by life insurance. 
Improvidence of Laborer 


Common labor in the Inland Steel’s 
mine gets $35 a week and skilled labor 
tom $8.50 to $9 a day, Mr. Randal! said, 
but these men are spending every dime 

they get. In the little Kentucky mining 
_— of only a few hundred people there 
lave been many sales of electric refrig- 
“ators, radios, automobiles. The work- 
= order $65 tailor made suits; they get 
me costing from $10 to $12 a pair, 
ah ey silk stockings for their wives 
“ao at a time. In the commu- 
at r. Randall said there are probably 
be: more than half a dozen life insur- 
the” Policies carried independently by 
€ workers, 
anew or another,” he said, “there 
to th € a way to get life insurance 
‘e- man who is making $35 a week. 
With A the job facing the life agent. 
munity at situation existing in a com- 
unity with adequate income, some- 


ing is decidedly wrong. The corpora- 


0 . 
N cannot do the job, any more than 








it has done by group plans. We would 
be charged with paternalism, but the 
agents of the country can and should 
carry on this work.” 

Mr. Randall said he doubted if any 
agent ever made a mistake through sell- 
ing life insurance to a man who should 
not have taken it. The saturation point 
has not been reached in life insurance. 

President E. A. Olson, Mutual Trust 
Life; H. A. Behrens, Continental As- 
surance, and G. R. Kendall, Washing- 
ton National, sat at the speakers’ table. 
Frederick Bruchholz, president Chicago 
association, presided and W. M. Houze, 
general agent John Hancock and gen- 
eral chairman for the week, introduced 
Mr. Randall. J. C. Caperton, general 
agent State Mutual, who was in charge 
of breakfast arrangements, and Dave 
Dawson, ‘Travelers, chairman of the 
special exhibit of life insurance historical 
relics in the Hotel Sherman lobby, were 
singled out for recognition. 

The attendance of more than 1,600 
agents broke all records, and was the 
largest breakfast ever served at the 
Hotel Sherman. 





Kentucky Court Reverses 


Itself; Holds For Agent 





The Kentucky court of appeals has 
reversed a former decision and granted 
a new trial in the case of Westerfield vs. 
Prudential. 

Westerfield was an agent of the Pru- 
dential who sued the company for mali- 
cious prosecution. In the first decision, 
the court directed a verdict for the 
Prudential. 

The Prudential procured an _ indict- 
ment against Westerfield, charging him 
with embezzlement but he was acquitted. 

The court held that the Prudential 
acted maliciously and without probable 
cause in instituting the prosecution. 

In 1933, Westerfield and three as- 
sociates returned their books to the as- 
sistant superintendent and announced 
they were quitting. They were asked by 
the assistant superintendent to pay over 
the amount collected, but declined to do 
so, stating they had been defrauded. They 
insisted that the company was indebted 
to them in an amount much larger than 
the sum demanded of them. Westerfield 
contended that the assistant superin- 
tendent had faded to perform his duties 
so far as making proper entries in their 
books as to lapses is concerned. 

Westerfield testified that the assis- 
tant superintendent in question was dis- 
charged by the Prudential for failure in 
performance of duty. Before voluntarily 
obtaining Westerfield’s indictment, the 
Prudential was informed of the nature 
of Westerfield’s complaint and some of 
the evidence that he intended to in- 
troduce. The Prudential was also in- 
formed that Westerfield had consulted 
counsel who advised him of the right- 
eousness of his cause and that he was 
acting on that advice in declining to 
turn over his last week’s collections. 
Westerfield not only admitted the col- 
lections had been made but turned over 
to the Prudential the book that con- 
tained indisputable evidence of that fact. 
He tried to conceal nothing. 

The rule is that the retention of funds 
by one who acquired the lawful posses- 
sion of them is not deemed embezzle- 
ment when the reason given for such 
retention and refusal to pay over is 
bottomed upon a bona fide belief on the 
part of the one so refusing that he is 
rightfully entitled to appropriate the 
funds because of an equally bona fide 
belief that his principal is indebted to 
him to the extent of the amount re- 
tained. 


J. H. Daggett Vice President 


MILWAUKEE, May 14.—Old Line 
Life announces election of James H. 
Daggett as executive vice-president, a 
newly created position,, effective July 
1. He has resigned as vice-president of 


the Marshall & Ilsley Bank, but con- ! 
He has been di- | 


tinues as a director. 
rector of the Old Line Life since 1934. 





fire and theft insurance and other in- 
surers doing any such business within 
the state of Oregon.” 

In 1925 the tax was increased to % 
percent and the word “such” disap- 
peared from the language of the clause 
above quoted. Most observers believe 
that this omission was done inadvert- 
ently. 

Then in 1935 the law was amended 
and the word “such” was reinserted. 

Those who have looked into the mat- 
ter say that the doctrine of ejusdem 
generis would seem to be applicable to 
the word “other insurers” and should 
preclude the departments from taxing 
life companies under the act, as 
amended in 1925, especially in view of 
the consistent non-application to life 
companies during the 10 year interim. 

Clare Lee was insurance commis- 
sioner of Oregon in 1925 when the law 
was amended and the word “such 
omitted. Some of the life people are 
planning to inquire of Mr. Lee about 
the intention of the legislators when the 
1925 law was enacted. 


Seeks to Apply State Fire 
Tax to the Life Companies 





The iife and casualty companies op- 
erating in Oregon have been met by 
the strange request that they pay a pre- 
mium tax of % percent for defrayal of 
the expenses of the fire marshal’s of- 
fice. The matter is being investigated 
by the Life Presidents Association and 
American Life Convention, This tax is 
customarily paid by the fire companies 
on their regular fire and auto fire pre- 
miums. The phraseology of the law is 
such that Commissioner Earle has ap- 
parently decided to determine whether 
it cannot also be applied to life and 
other types of companies. 

The fire marshal tax law was first 
enacted in 1917. It was a % percent 
tax upon fire companies. In 1921 the 
law was repealed and reenacted so as 
to impose a one-third of 1 percent pre- 
mium tax on “every insurance com- 
pany transacting fire and automobile 


GREAT SOUTHERN AGENTS HAVE" 


** Non-forfeitable renewal contracts 
direct with Company and liberal first 
year commissions. 








°° New rate book—Family Protection— 
Economic Protection—Children's poli- 
cies, with complete line of all regular 
policies. 

** Sales Plans—Direct Mail, visual pres- 
entations and individual proposals. 


* * Home Office training and supervision 
—Field Schools and selling assistance. 


** Agent's Time Control plans and per- 
sonal budget records. 


THE COMPANY HAS 


°° Financial strength—over $43,000,000 
of assets, 27 years of service, surplus 
protection to policyholders over 
$4,000,000, and over $227,000,000 of 


insurance in force. 


°° An enviable record of prompt pay- 


* H j ° 
‘We are interested in ment of claims. 


discussing with those 
who can qualify, our 
liberal agent's contracts 
and unique sales plans. 


GREAT SOUTHERN 


LIFE INSURANCE COMPANY 


E. P. Greenwood, President 
HOME OFFICE: HOUSTON, 


°° Experienced life insurance men direct- 
ing the Company's activity. 
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Dissipating Fear of Inflation 


INFLATION isn’t going to happen within 
the next three years and beyond that the 
visibility is too near zero to make any in- 
telligent guesses, says Cor. LroNARD 
AyrES, vice-president of the CLEVELAND 
Trust Co. and an economist of national 
repute. Even if inflation should come, says 
Leon GrLBert -SIMON, business insurance 
authority, life insurance would still be a 
wise buy because of its peculiar advan- 
tages, possessed by no other form of in- 
vestment. CoLoneL Ayres and Mr. Si- 
MON both believe that the basic causes of 
inflation of the type that swept GERMANY 
and FrANcE after the war are at present 
lacking in this country. 

Much of the fear of inflation is undoubt- 
edly due to loose thinking engendered by 


Stability of Old 


An oLp line legal reserve life insur- 
ance company, like the proverbial cat, 
may have nine lives or even more. Re- 
gardless of the abuse to which some 
companies have been subjected and the 
experiences through which they have 
traveled the institution asserts itself and 
shows its head above ground. We have 
a remarkable instance in the recru- 


the prevailing excess of “political emo- 
tionalism” which Mr. Simon deplores. 
Many prospects are in a whither-are-we- 
drifting mood, unsettled by campaign 
speeches which they have taken too seri- 
ously. REPUBLICANS and anti-ROOSEVELT 
DEMOCRATS see a dreaded drift toward 
communism or fascism in the present ad- 
ministration’s activities. ROOSEVELT adher- 
ents foresee reaction and fascism if the RE- 
PUBLICANS win. Though it might not be 
good for their blood pressure, these view- 
ers with alarm would be reassured if they 
were to attend a communist or socialist 
rally and see how little real difference 
there is between the two major political 
parties when they are contrasted with real 
radicalism. 


Line Insurance 


descence of the old State Mutua LIFE 
of Rome, Ga., which was placed in the 
hands of the Georgia insurance depart- 
ment in 1915, has been conducted by the 
department ever since and is now re- 
leased and will start again on its sec- 
ond life. It is just another evidence of 
the impregnability of legal reserve life 
insurance. 


The Progression of the Market 


AGENCY executives these days are 
coming to the conclusion that there 
must be a new outlook toward the in- 
surance buying market, from an age 
group point of view, and that there 
must also be more emphasis on the re- 
cruiting and training of young men as 
agents. 

The depression caused a tremendous 
dislocation in the normal business 
career of young men. Those who came 
on the market just prior to the depres- 
sion and during it have had a particu- 
larly hard time. Many of them were 
forced to engage in work that did not 
appeal to them or if they were engaged 
in a desirable line of work, they were 


not given advancement and their jobs 
were in jeopardy. That particular 
group of young men has not furnished 
good prospects for insurance. 

Unconsciously this group has been 
shunned by insurance agents who found 
that they did not have the capacity to 
buy and as a group they have not been 
followed by insurance agents. Now, 
with business conditions improving, a 
good many of these young men who 
have struggled through the past five 
years and have obtained some expe- 
rience and are resourceful, are gaining 
advancement and are being placed in re- 
sponsible positions. It is important to 
reach this group. 


Governmental Regulation Invited 


OFTEN we invite greater governmental 
regulation and regimentation of business. 
The individual is inclined to be indifferent 
and complacent. Occupational groups may 
feel that they have some grievance and 
they go to the legislature for remedy. 
They want the state insurance commis- 
sioner to make a ruling. They are not 
content to work out their -problems on an 
individual or group basis. Naturally when 
an appeal is made to governmental authori- 


doubtedly the business itself has been one 
of the most potent forces in having gov- 
ernmental regulation increased. The easi- 
est way out seems to be to throw all trou- 
ble in the lap of the government and the 
individuals accept no responsibility. 

In insurance most of the problems can 
be worked out by the industry itself if 
its members would apply themselves. There 
is no real excuse to rely on the govern- 
ment to take care of the issues that arise 


selves felt a sense of responsibility and did 
their part, if they became active in the 
effort to meet these demands and correct 
bad practices, the government would not -be 


Had Sense of 


OunIo has given a very good account 
of itself life insurance-wise. It has had 
a couple of dark spots but they are 
being wiped out. The officials of Ohio 
companies with few exceptions are men 
of high caliber, trustworthy, conscien- 
tious and have a high sense of responsi- 
bility. They regard their positions as 
trustees. One of the outstanding Ohio 














called on to bring out its troops. The te. 
sponsibility of the individuals should 4. 
ceive far greater impetus these days if 
greater personal freedom is desired, 





Responsibility 


company presidents, U. BRAnopr of 
the Onto State Lire, has been taken by 
death. Mr. BRANDT was a man of ro. 
bust character, who took his position 
seriously and aimed at all times to be 
just to all who associated with his ep. 
terprise and that included the policy. 
holders. That sense of responsibility js 
vitally needed. i 


< 








PERSONAL SIDE OF BUSINESS 





Joseph W. Dusenbury, 78, who some 
years ago held a controlling interest in 
the Michigan Mutual Life, died in Co- 
lumbus, O. 

Completing 25 years of continuous 
service with the Metropolitan Life, Guy 
R. Jacobs, district manager at Long 
Beach, Cal., was guest of honor at a 
dinner there. F. J. Williams, second 
vice-president, presented him a 25-year 
emblem. Southern California man- 
agers presented a desk set and mem- 
bers of the Long Beach office staff pre- 
sented a set of golf clubs and bag. 

Other representatives of the Pacific 
Coast head offices of the Metropolitan, 
in addition to Vice-president Williams, 
were J. H. Almy, superintendent of 
agencies; P. F. Bouquet, group division 
sales manager; Dana Beardslee, pub- 
lications division manager; R. H. Nash, 
field education sales promotion division 
manager, and G. A. Quinzar, agency 
superintendent. 


R. A. Brown of Los Angeles, nation- 
ally known million dollar producer and 
life member of the Million Dollar 
Round Table of the National Associa- 
tion of Life Underwriters, was the 
guest of honor at a luncheon in recog- 
nition of his 25th anniversary of service 
as a representative of the Pacific Mu- 
tual Life in its home office agency. In 
addition to a group of his old-time asso- 
ciates in the agency, headed by John 
Henry Russell, manager, officers of the 
company attending the luncheon in- 
cluded George I. Cochran, chairman of 
the board; A. N. Kemp, president, and 
Vice- presidents F. J. Steinebrey, Frank 
R. Woodbury, Jens Smith and C. I. D. 
Moore. 

C. S. Carleton, a partner in the Ala- 
bama state office with J. L. McDaniel, 
state manager of the Mutual Benefit 
Health & Accident and United Benefit 
Life of Omaha, died there last week. 
No successor has been named yet. 


Oscar N. Young, general agent 
Ohio State Life, Lima, O., was _ ten- 
dered a surprise dinner party in com- 
memoration of the 28th anniversary of 
the establishment of the agency, which 
he organized. He was showered with 
insurance applications, which the mem- 
bers of the agency had written in his 
honor. Among those in attendance, in 
addition to the members of the Lima 
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Schilling, vice-president and medical dj. 
rector, and Mrs. Schilling; Frank L, 
Barnes, agency vice-president, and Mrs, 
Barnes, and W. V. Woollen, superin- 
tendent of agencies and Mrs. Woollen, 
all of Columbus; General Agent E. 6, 
Siefert and Mrs. Siefert, Marion; J. E, 
Pullen, general agent at Toledo; Gen- 
eral Agent Roy Maxwell and Mrs, 
Maxwell, Fort Wayne, Ind. 


C. J. Zimmerman, Newark, general 
agent Connecticut Mutual Life, has been 
elected president of the Dartmouth 
Alumni Association of Northern New 
Jersey. One of the principal speakers 
at the meeting was E. D. Duffield, presi- 
dent of the Prudential, who emphasized 
the great need for colleges and univer- 
sities of the type of Dartmouth and 
Princeton at a period such as this. 


Frank Yetka, Minnesota insurance 
commissioner, who was injured in an 
automobile accident as he was going to 
his home at Cloquet, Minn., has been 
able to leave the hospital and is now 
at his home. He will not be able to 
be at his office for some weeks. He 
had a very severe jolt. 


Norris H. Bokum, Chicago general 
agent of the Massachusetts Mutua! Lite, 
is bereaved because of the death of his 
wife, Mrs. Ethel Kelly Bokum. She 
died suddenly of a heart attack. Mrs. 
Bokum had a prominent part in the Fol- 
lies of 1912 as Ethel Amorita Kelly. 
There are five children, two daughters 
and three sons. 

Vice-president S. T. Whatley of the 
Aetna Life was in Cincinnati last week 
to attend the funeral of E. G. McCor- 
mack, associate general agent of the 
company there for the last three years, 
his son, T. P. McCormack, being get- 
eral agent. Mr. Whatley was agency 
director for the Pittsburgh department 
of the Reliance Life when Mr. McCor- 
mack was vice-president and_ general 
manager of the company. The two be- 
came firm and fast friends. Mr. McCor- 
mack was 68 years of age. Funeral 
services were held at Bowling Greet, 
Ky. He died at Christ Hospital in Cin- 
cinnati. 

He entered the insurance business at 
Bowling Green in 1898 and went to 
Evansville, Ind., in 1903 for the New 
York Life. He went with the Reliance 
Life in 1909 to become vice-president 
in charge of agencies, resigning this p0- 
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) Louisville after he had resigned his 
sition with the Reliance Life. After 
;few months he went to Cincinnati to 
yke the position there after his son had 
een appointed general agent. He was 
, forceful, robust man, who had led a 
very active life. 

em C. Swinney, Wichita general 
jgent of the Pacific Mutual, was host to 
meeting of general agents following 
the Kansas Life Underwriters Associa- 
jon’s congress honoring Joseph Gantz, 
(jncinnati general agent for his com- 
jany, Who was one of the congress 
speakers. 

Not only do Wichita, Kan., insurance 
nen take a prominent part in civic af- 
airs, but their wives hold equally as 
prominent parts in many cases. The life 
agents apparently are expecting their 
wives to see that the Lioness Club (the 
ladies of the Lions) is properly con- 
ducted. Mrs. Bert Hedges, whose hus- 
band is general agent of the Business 
Men's Assurance, is relinquishing the 
presidency of the organization to Mrs. 
Arthur Lynn, wife of the general agent 
of the Massachusetts Mutual. 


§. H. Welsh of the R. B. Lynch 
agency of the Monarch Life in Minneap- 
ols, one of the biggest producers of 
that company in the middle west, was 
rushed to a hospital there for an emer- 
gency appendicitis operation on his re- 
turn from a trip in the field. He is re- 
ported to be getting along satisfactorily. 


Herbert N. Laflin, assistant counsel 
Northwestern Mutual Life, addressed 
the Milwaukee Board of Fire Under- 
writers at its monthly meeting there this 
week on plans of the $85,000 business 
development program of the Milwaukee 
Association of Commerce. 

For a few brief moments St. Paul life 
widerwriters attending the first “pep” 
breakfast ushering in Life Insurance 
Week thought they were going to have 
a Billy Sunday exhibition by Harold J. 
Cummings, vice-president Minnesota 
Mutual Life. 

Just as the speaking program was to 
begin, Mr. Cummings, seated at the 
speakers’ table, was seen to leap from 
lis chair, pull off his coat and wave his 
arms in true Billy Sunday style. Then 
he added color to the occasion by yank- 
ing a handkerchief from his pocket and 
fourishing it about his head. 

But those who were expecting an in- 
spirational outburst from the Minnesota 
Mutual man were disappointed. He put 
his coat on again and sat down without 
aword. After the breakfast was over it 
leaked out that the reason for the un- 





expected gymnastics on the part of Mr. 
Cummings was that a waitress had in- 
advertently poured a cupful of hot cof- 
fee down his neck. 

A. Leroy Portteus, treasurer of the 
Indianapolis Life, won renomination on 
the Democratic ticket for state senator 
in Indiana. Virgil Fox, a Western & 
Southern agent, was snowed under in 
his race for the Democratic nomination 
for sheriff in Indianapolis. 

C. Vivian Anderson of Cincinnati for- 
mer president of the National Associa- 
tion of Life Underwriters, is chairman 
of the committee opposed to propor- 
tional representation, a feature of the 
city charter of Cincinnati. The ques- 
tion of the repeal of the system of pro- 
portional representation will be decided 
at the coming election. Mr. Anderson 
is prominent in Republican politics in 
Cincinnati. 

Miss A. V. Bowyer, Pacific Coast 
editor of THe NATIONAL UNDERWRITER, 
has been elected president of the Co- 
operators Club of San Francisco. Miss 
Bowver, who is executive secretary of 
the San Francisco Life Underwriters 
Association, has been prominent in club 
and civic life of San Francisco for a 
number of years and is at present a 
member of the board of directors of 
City & County Federation of Women’s 
Clubs, serving as chairman of the high- 
ways and waterways committee of the 
federation. She is also an active mem- 
ber of the Business & Professional 
Wonien’s Club of San Francisco. Tak- 
ing a prominent part in activities of the 
San Francisco council for the reduction 
of automobile accidents, Miss Bowyer 
appears each Saturday morning in the 
weekly broadcast of the council, inter- 
viewing prominent leaders in the move- 
ment. 

Capt. John W. Pattison, chairman of 
the board of the Union Central Life, is 
Democratic nominee for congressman- 
at-large from Ohio. Capt. Pattison’s 
father, the late John M. Pattison, for 
many years president of the Union Cen- 
tral, and at the time of his death, gov- 
ernor of Ohio, also served in Congress 
before becoming governor. Capt. Pat- 
tison is thus following in his father’s 
footsteps. 

Frank P. Ebertz, who resigned last 
fall as general agent of the National 
Life of Vermont and has since been on 
a seven months’ trip around the world 
for his health, has returned to his home 
in San Francisco. 








NEWS OF THE COMPANIES 





Reid Heads New Department 





Sun Life of Canada Creates a Division 
to Coordinate Some of the 


Agency Work 





The Sun Life of Canada has created 
anew department in its agency division 
‘0 coordinate and amplify all present 
sales needs and agency department serv- 
ces. As a first step toward this ob- 
jective, the field service and group de- 
Partments ‘have been merged in the 
new department. Clarence E. Reid, su- 
Perintendent of agencies, is appointed 
head of the new department. He started 
with the Sun Life in 1921 and later be- 
came inspector of the western Ontario 
ffoup division, and in 1924 was ap- 
Pointed inspector of agencies at the 
head office where he took general charge 
% group insurance. In 1926 he became 
‘upervisor and subsequently superin- 
tendent of the group department, and 
's regarded as an expert in that branch. 





vane Expressmen’s Mutual Life of New 
‘ork has qualified in Alabama. Its 
authorized agent is J. T. Montgomery of 
*iTmingham, 





Mutual Union Life Started 





New Seattle Company Is Now Getting 
Under Full Sail in Its 
Territory 





The Mutual Union Life of Seattle, a 
legal reserve life company organized un- 
der the new mutual insurance section of 
the Washington code, has its manage- 
ment in the hands of the Mutual Union 
Agency Company which is capitalized 
for $100,000 although the amount is not 
all paid in. Under the new law to or- 
ganize such a company it must have 250 
policyholders with a minimum of $1,000 
insurance in force per policy with a fully 
paid annual premium. 

L. H. Milliken is president; R. R. 
Anderson, vice-president, Austin Case, 
secretary. Mr. Milliken was formerly 
secretary and treasurer of the old West- 
ern Union Life of Spokane, which was 
bought by the Sun Life of Canada. 
More recently he has been in charge of 
investments for the Sun Life in Wash- 
ington. Mr. Anderson was formerly re- 
gional director in the Pacific Northwest 
for the Yeomen Mutual Life of Des 
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| * LINE with its practice of 
offering attractive and up-to 
date contracts to suit every life 
insurance need, the Pilot Life 
hasissued a new Juvenile Policy 
—a Twenty Payment Life par- 
ticipating, providing for full ; 
benefits at age 5. 








The Pilot Life representative 
has at his disposal a most com- 
plete line of attractive children’s 
policies. 


Pilot Life Insurance Co. 


Emry C. Green, President 


Greensboro, North Carolina 
Established 1903 
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Billions from 


LIFE INSURANCE 


Have Helped the 


Unemployed 


INCE the beginning 

of the depression, Life 
Insurance companies in 
the United States have 
paid $16,262,000,000 to 
living policyholders and 
tothe families of deceased 
policyholders. 


Not all of this, of course, 
has gone to ease the rigors 
of unemployment, but a 
great deal of it undoubt- 
edly has served that pur- 


pose. 


There is much more to 
Life Insurance than meets 
the eye. Life Insurance is 
one of the great social 
forces of our day. It helps 
to reduce poverty 
alleviates sickness 
tides over emergencies 
. provides adequate 
old-age pensions and 
furthers a true and 
healthy program of social 
security. 


Since its organization in 
1903, Reliance Life 
has paid to policyholders 
$105,331,381, of which 
64% went to living policy- 
holders. 


* 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 











Moines. Mr. Case is an attorney. The 
company has its home office in the 
Henry building. It was chartered April 
1 last year, although it operated under 
a temporary charter for about eight or 
nine months previous to that time dur- 
ing which the original 250 policyholders 
were secured. The company wrote 
about $1,500,000 during its first year. 





New Company Now Running 





State Mutual of Rome, Ga., Has Taken 
Over the Old Company of That 
City 





There is much interest in the revival 
of the State Mutual Life of Rome, Ga., 
which has been in charge of the Georgia 
insurance department since 1915. Ges- 
ton Garner, special deputy insurance 
commission, has been in charge of the 
old company, looking after its opera- 
tions. The State Mutual Insurance 
Company is a new corporation organ- 
ized in March. The directors are John 
M. Graham, president National City 
Bank; Dr. George B. Smith, physician; 
George T. Watts, coal dealer; E. E. 
Lindsey, road machinery, and chairman 
of the board of control of the eleemo- 
synary institutions of Georgia; W. S. 
Cothran, vice-president National City 
Bank; O. P. Willingham, real estate 
dealer, and Leon Covington, attorney, 
all being at Rome. 


Old Business Is Reinsured 


On April 11, the State Mutual, the 
new company, reinsured the business of 
the old company, the State Mutual 
Life, by order of the court. The legal 
issues, principally the claims of hold- 
ers of what were referred to as income 
certificates issued by the company prior 
to 1914, made it apparently impossible 
for the old company to resume business 
without risk of continued litigation by 
non-cooperative persons holding certifi- 
cates. ‘Under court order $163,933 of 
the State Mutual Life was allocated to 
the holders of the old certificates. That 
amount is to be distributed by the in- 
surance commissioner to holders of in- 
come certificates who file and prove 
their claims in accordance with the 
court order. All other assets were 
transferred to the new company. 


New Company Is Licensed 


The new State Mutual is now li- 
censed in Georgia and Florida. All 
those interested in the new plan say 
that there is an unusual opportunity to 
build up a good life company at Rome 
and it is their purpose to conduct a 
sound, conservative concern, writing 
life insurance on the mutual, legal re- 
serve basis. 

Mr. Garner, who has done excellent 
work in connection with the old com- 
pany, has been asked by the directors 
of the new company to complete as 
soon as possible the work that the state 
insurance department has asked him to 
do in connection with winding up the 
old company and then take the posi- 
tion of executive vice-president of the 
new company. Mr. Garner has been 
connected with the State Mutual Life 
since 1907, first in the home office as 
district manager, appointed actuary in 
1913, and special deputy insurance com- 
missioner in active charge of the busi- 
ness since November, 1931. 

There are no restrictions or liens on 
the policies taken over by the new 
State Mutual. The State Mutual shows 
assets $1,558,722, consisting of mort- 
gages $583,889, policy loans and pre- 
mium lien notes $447,545, bonds $216,- 
827, real estate $283,253, interest and 
rents due and accrued $20,075, other 
assets $7,133. Its legal reserve is $1,- 
184,765 and the surplus $316,785. 





White Heads Farmers Union 


J. T. White of Woodburn, Ia., for 
the past five years vice-president of the 
Farmers Union Life of Des Moines, 
has been named president to succeed the 
late Milo Reno. Mr. White has been a 














Henry Camp Harris Head 
of Guaranty Old Line Life 











HENRY CAMP HARRIS 


DALLAS, May 14.—Henry Camp 
Harris, for many years a leading life 
agency officer in Texas, is elected presi- 
dent of the Guaranty Old Line of Dallas 
to succeed J. C. Everett, founder and 
president, who died at his home May 3. 
Mr. Everett was 54 years old and had 
been in the life insurance business for 
25 years, having started with the Aetna 
Life in Dallas. He held the distinction 
of leading the field for that company in 
1923 when his production exceeded 
$1,000,000. He was one of the organ- 
izers of the Southern Old Line of Dallas 
and began preliminary work for the 
Guaranty Old Line in 1930 and despite 
the depression was able to launch the 
company in 1932. It features a monthly 
premium family group policy and now 
is producing at the rate of $100,000 
weekly. 








director of the company for 11 years. 

D. Satterfield, Glidden, Ia., was 
named vice-president, succeeding Mr. 
White, and Glen Bowles, Indianola, Ia., 
succeeds Mr. Satterfield as a director. 
F. C. Crocker, Lincoln, Neb., was named 
superintendent of agencies. Mrs. G. P. 
Lindell, who has been with the company 
14 years, was named secretary-treas- 
urer, 





Minority Group Elects a 
New Board of Directors 





ST. LOUIS, May 14.—While Super- 
intendent O’Malley is considering the 
bids for the Continental Life of Mis- 
souri, the stockholder situation is get- 
ting into a more complicated snarl. Al- 
though Receiver J. W. Snyder of the 
Grand National Bank has been held the 
lawful owner on behalf of the bank of 
50,958 of the 100,000 shares of the Con- 
tinental Life by United States District 
Judge Moore, the other stockholders 
consisting of President Mays and his 
cohorts seem to ignore the fact that Mr. 
Snyder controls the majority stock. A 
stockholders’ meeting was called and 
iegal notice was published for several 
days, but it was discontinued before the 
10 days legal requirement was fulfilled 
as the meeting was postponed pending 
Superintendent O’Malley’s action as re- 
habilitator on the eight bids received for 
the Continental Life’s business. 


Hold Meeting Anyway 


Despite the fact that the meeting was 
postponed and could not be legally held, 
the Mays interests held a meeting any- 
way and proceeded to vote for directors. 
In the midst of the election, which was 
held in the Continental Life building, 
Frank Aschmeyer, attorney for Super- 
intendent O'Malley, entered the room 





==. 
and requested that the participants ya. 
cate it as the property is in the legal 
custody of Superintendent O’Malley 
With shares of stock, proxies and tali, 
sheets in hand the rump meeting aj. 
journed to the International Life bujlq. 
ing and resumed operations. The com. 
bined meetings lasted longer than the 
intended hour which further compli. 
cates legalities. 

It was announced that 8,673 shares 
of stock had been represented and the 
following directors named: Ed Mays, J. 
A. VanLoon, I. W. Kurtz, William} 
Morgens, Buck Mays and Arthur L, 
Morgens (all reelected) and W. 4. 
Adams, John L. Kelly, Fred ‘W. Mudd, 
William B. Ittner, Jr., Mrs. Mays, C, E. 
Mattez and I. C. Smith. 





Union Mutual of Iowa Now in 
Receivership—Name Murphy 





DES MOINES, Ia., May 14.—The 
Union Mutual Life of Iowa has been 
ordered into receivership by the Polk 
county district court. The action fol- 
lowed three weeks of litigation. Com- 
missioner Murphy was named receiver, 
Maurice V. Pew, assistant receiver, and 
Frank B. Hogan, examiner in charge, 
Receivership was granted on _ the 
grounds that the company was en- 
gaging in irregular practices of under- 


writing such as made the business 
hazardous to policyholders and_ the 
public. 

Named to assist the receiver, as 


counsel, were John N. Hughes, G. A, 
Kern, Ray Fountain, and W. F. Riley. 
Previously the court allowed counsel 
for the company, H. B. Hextell, Frank 
Comfort, president and _ vice-president 
respectively, and John L. Gillespie, a 
joint fee of $12,000 for work in the case. 
The attorney for the receiver will as- 
sist Attorney-General O’Connor, and his 
assistant Lehan T. Ryan, and will divide 
whatever fee is decreed by the court at 
the conclusion of the receivership. 

The insurance department has ap- 
pealed to policyholders to continue pre- 
mium payments. It guarantees a low 
cost in conducting the receivership. 

The Union Mutual Casualty of Des 
Moines, a companion corporation, re- 
cently was reinsured by the Mid-Wes- 
tern Casualty of Sioux City, Ia. 

The receivers of Union Mutual Life 
indicate that the company will be re- 
insured. 





Knights Life in Increase 


The Knights Life of Pittsburgh has 
grown in its 19 years to $55,355,424 in- 
surance in force and admitted assets 
$5,068,054, President Joseph H. Reiman 
reported at the stockholders meeting 
held in the home office. Industrial at 
the end of 1935 totaled $37,728,080 and 
ordinary $17,627,344. In the year there 
was net gain of 12,167 policies and $3,- 
732,257 insurance in force. Assets, pre- 
mium income, surplus.and legal reserve 
also increased. U. S. government, mu- 
nicipal and state bonds made up 72.37 
percent of assets, mortgages 11.08 pef- 
cent and policy loans and real estate 
each just over 7 percent. The officers 
were reelected. 


Confederation Quits Mexico 


In consequence of the new insurance 
law in Mexico, the Confederation Life 
has withdrawn from that country, eX 
cept for service to existing policy- 
holders through a branch office in Mex- 
ico City. 





Conduct Conservation Campaign 


The Empire Life & Accident, India- 
napolis, has just concluded ‘“Conserva- 
tion Month” in the ordinary depart 
ment with notable results. First place 
was won by one of the home office dis- 
tricts, Lloyd Sanders manager, which 
collected 96.3 percent of all ordinary 
business exposed for collection during 
the campaign. The Bloomington, Ind., 
district, managed by R. Wilson, was 
second, collecting 92.8 percent of all ex- 
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(ordinary business. The campaign | net interest return earned the first quar- 
ited in a $1,574,412 of ordinary busi- | ter on the assets is reported by Arthur 





























































"; being renewed. Lapses for the} F. Hall, president. “If this upward 
Prue considerably less than the] trend continues,” he said, “the last LIFE INSURANCE WEEK—MAY 11TH TO 16TH 
one period last year. major effect of the depression in life 
v insurance business will have been re- 





ican C moved. In spite of the slight increases 
North Amer! L. & C. Meeting recently, registered, abnormally low in- 


At the ee ee pry soni terest rates still constitute a problem in 
jmerican Lite asuaity of Muinne-| the investment of life insurance funds.” 1 D 
polis, W. E. Donley, Menomonie, Wis., | Other highlights of the quarterly report . H E IGNITY 
Was eed e, the eel of ey were: Excess of income over disburse- 
yp. Skoglund reported gains in busi- | ments of $2,643,000; increase in first P 

he various departments ranging | year premium income 19 percent; de- OF THE RO F E S SIO N 


ness in t 


jam 30 to 70 per cent. crease of 19.5 percent in demands for 
H aon Be cash surrender values, and assets of 
Opens Houston Home Office more than $124,000,000. Life insurance is one of the premier businesses 





The Union Legal Reserve Mutual Life 
Houston has opened its home office 2 > 
‘ie First National Bank building of | Abernethy to Life of Detroit 
youston. George P. Macatee is presi- John R. Abernethy, for over three 
jet; John T. Scott, Jr., vice-president | years in the Maccabees’ actuarial de- 


of today and requires premier men to properly 
unfold its science to those who need instruction 
and guidance before buying. 





in attorney; W. J. Guyett, vice-presi- | partment, has been appointed associate He? ; 
‘nt; J. W. Anderson, secretary; Dr. | actuary of the Life Insurance Company The appeal of life insurance is so great, meet- 
- C, Green, medical director, and Dr. | of Detroit. Mr. Abernethy received his : aes en 
i K. Dornak, assistant medical di- | B. A. degree from Duke University, ing so exactly the needs of the majority of wer 
rector Durham, N. C., and his M. A. degree and women, that even indifferent agents in 
in mathematics at the University of : : i 
: ae. i were not infrequently successful in 
Matthews Answers Charges North Carolina. He joined the Jeffer- orane yon ” q y 
INCOLN, NEB. M 14~Tack son Standard Life’s actuarial depart- its sale. 
ae pg yas pens d Oi Old ment and was also instructor in mathe- , ; ; 
= Life’ of amin teas ried an an. | Matics at the state university. He then Today, only the best trained men, imbued with 
wer in district court here to the suit Dae ac ae Ce — the fine traditions of the profession, are per- 
a «Whaley ant Lagan un hagen. He served with the Nordisk manently successful. Theirs is the proud posi- 
sagainst the company. Mr. Matthews — “1 Rage linge agro me tion of representing the most useful business in 
aor g ko Rings an Resse gol mathematics at the University of Mich- the modern world. 
ing control of the company. He says Fo aiagumaey he was awarded a Ph. D. 
that the acts complained of, which cover After being assistant professor of THE 


iandling of money as between thrift mathematics at State College, Bowl- 


ad life insurance funds, were not the | - os : 
ae Phase sigs ’ ing Green, O., he joined the actuarial 1 
ats of an individual or one officer, but dat of Ge: Manatee in 40a 4 ‘REA i -WES' | ' | IF 


the acts of the board of directors, 




















directed as legal by its attorney and 
won the advice and direction of the Notes of Company Men ASSURANCE COMPANY 
company’s actuary. Henry G. Schafer, agency supervisor 
I ——. cl vg maga ad matess atite, HEAD OFFICE—WINNIPEG, CANADA 
visite e aicoim ceCrory, ackKson- 
nterest Rate Improves ville, Fla., general agent. 
The second quarterly dividend pay- Ed Norene, assistant superintendent of 
ment of 30 cents a share on the stock | agencies of the Connecticut Mutual Life, 





of the Lincoln National Life has been saenelan at Mimake Giky, Chlakases Cane 


pid. An increase of 3 percent in the} Dallas, San Antonio and Memphis. 


_ AS SEEN FROM CHICAGO 


(RIPE SUPERVISOR FOR CRANSTON | the Illinois department, conducted the 


Donald J. Cranston, Chicago general meeting and answered questions regard- 
agent Fidelity Mutual Life, has ap-| ing the scope of the examinations. 

pointed Floyd E. Cripe supervisor. Mr. After receiving the questions, the de- 
(ripe has been in the business 10 years, | partment will compile them and send 
the last five with the Connecticut Gen- | copies of the tentative draft to all or- 
eral and prior to that the Equitable Life | ganizations a week or ten days in ad- 
of New York. Upon leaving the Con- | vance of another meeting to be held in 
necticut ‘General he was presented a| Chicago in June. At this meeting the Choice territories now available—Write 
desk set by his associates. Mr. Crans- | Questions will be discussed and the final 


ton's agency has been growing steadily. | edition determined upon, The questions, if 
He is taking considerably more space { With answers, will be made available to THE OLD LINE > Wi 
adjacent to his quarters in the 100 West | Prospective agents and brokers and ex- | Pp raat apt brs pi) if P 
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MIDWEST 


AGENCY-MINDED HOME OFFICE 
PERSONNEL 


30-year record of stability. 

Compact operating territory—closer cooperation. 
Agency-minded home office personnel. 

4th among Iowa companies in Iowa business written, 1934. 
Wide range of modern policies. 

Men and women written on equal terms. 

Agents’. direct mail advertising help. 
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Monroe street building. aminations will be based upon them. 
The department aims at about 750 y + 7 
ILLINOIS enna ls F questions, divided into fire, casualty, INSURANCE COMPANY 
‘ IFICATION QUESTIONS | automobile, life, accident and other lines Cedar Rapids, Iowa 


Submission of proposed questions for | and general questions on the insurance 
the coming Illinois agents’ and brokers’ | laws and the status of agents and brok- 
license examinations by all interested | ers. The number of questions to be 
parties before May 25 was asked by | allotted to each subject will be de- 
R. T. Nelson, deputy insurance superin- | termined roughly by the respective pre- 
tendent, at a meeting of representatives | mium volume of the different lines. 
ot the different insurance organizations In view of the new license law in 


‘ 3 
in Chicago. Mr. Nelson and Hiram | Illinois going into effect July 1 for t 2 f 
McCullough, in charge of licensing for! agents, brokers and solicitors, the state rong rogressive 
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progressive organization 


Write to 


RURAL BANKERS 


Life Insurance Co. 


610 Sherland Building 
South Bend, Indiana 
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Life Insurance Co. 


1106—130 N. Wells Street 
Chicago, Illinois 
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A POLICY 


WITH PROSPECT APPEAL 


the new 


SALARY GONTINUANGE PLAN 


with a 


CLEAN-UP FUND 
and the premium is 


LESS THAN 525.00 


at age 35 
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Wervice life 


INSURANCE LOMPANY 
OMAHA, NEBRASKA 
Moln A. darber 


PRESIDENT 


Tune in Station KFAB, Lincoln and 
Omaha, 770 Kilocycles, Every Sunday 
Evening at 5:55 P. M. 











insurance department is granting tem- 
porary certificates for those that have 
to qualify but they will be required to 
take the examination as of July 1 in 
order to secure certificates. The de- 
partment has set dates ahead for ex- 
aminations, the first one being at 
Bloomington, Thursday of this week. 
Then will follow Peoria, May 15; 
Ottawa, May 19; Rockford, May 20; 
Sterling, May 20; Pekin, May 21; Chi- 
cago, May 26-27-28 and June 2-4. 
ak tk 
WILL HOLD CHICAGO SCHOOL 


W, V. Woollen, field superintendent 
Ohio State Life, will conduct a school 
in Chicago May 25-May 29 for the P. 
J. Kieffer agency of that company. He 
also will hold a school in Akron, O., 
June 2-5. 

* * * 
STOCK QUOTATIONS 


H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 


Par Div. Bid Asked 
Aetna Life ..... 10 -60 382% 38% 
Alliance Life ... 1 pres 1 % 
Bank. Nat. Life. 10 1.00 21 24 
Central Life, Ill. 10 tae 7 ave 
Cent. States Life 5 . 2% 3% 
Colonial Life ...100 10.00 240 260 
Columbian Nat..100 4.00 85 95 
Conn. Gen. Life. 10 .80 45 47 
Cont. Am. Life.. 10 1.20 30 35 
Cont. Assurance. 10 5 


Farm. & Traders.100 


Fed. Life, Chgo. 10 ase 5 10 
Girard idfe .... 10 .40 10% 12 
Great Nor. Life. 10 5 8 
Great South Life 10 2.50 35 37 
Life & Cas. of 

IND. oe. wise os a 2.00 5 16% 
TAlS OF WOs.s.6055 20 3.00 90 105 
Lincoln Natl. ... 10 1.20 28% 30% 
New World .... 10 40 7% 8 
Northw. Natl... 5 oe 183% 14% 
North Amer. 2 ose 3 3% 
Ohio National .. 10 1.60 22 25 
Ohio State Life.. 100 10.00 225 
Old Line Life... 10 -60 14% 6 
Pacific Mutual .. 1 niet 15% 16% 
Philadelphia Life 10 eee 3% 4% 
Provident Life.. 10 -80 12 oe 
Rockford Life... 10 ere 4 § 
TLS eee 100 460 500 
ATAVOICTS 2.000% 100 16.00 570 585 
Union Central... 20 1.20 35 45 
Wisconsin Natl.. 10 -50 15 16% 

* *K x* 


E. P. Bragdon, manager of the Minne- 
sota Mutual’s group department, visited 
agencies in Chicago. 


Paul Speicher’s Book 


The R. & R. Publications of Indianap- 
olis has issued a new book, “The Truth 
About Life Insurance” with Paul 
Speicher, editor, as its author. It sells 
at $1.75. It takes up vital issues and 
points on which policyholders have a 
right to demand and be given complete 
information. It discusses them on the 
basis of the facts as they are today. 


Kill Savings Bank Bill 


BOSTON, May 14. — The savings 
bank life insurance plan of Massachu- 
setts lost out in its attempt to double 
the amount of insurance written on 
one life, which would have permitted 
$46,000 to be written through the 23 
banks in the state handling the line, on 
an individual. The joint insurance com- 
mittee reported leave to withdraw and 
the house accepted the adverse report. 
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NEWS ABOUT LIFE POLICIES 





New Policies, Premium Rates, Dividends, Surrender Values, and all Changes ip 
the ‘Unique Manual- 


Policy Literature, Rate Books, 
Digest” and ‘Little Gem,”’ Publish 
PRICE, $5.00 and $2.00 respectively. 


, etc. Supplementing 
ed Annually in May and March respectively, 





Put Retrenchments in Effect 





Northwestern National Life Announces 
Changes in Line with Its Estab- 
lished Conservative Practice 





Although allowing a more favorable 
rate of interest on policy proceeds and 
dividends left with the company, the 
Northwestern National Life of Minneap- 
olis has cut to 2% percent its discount 
rate on premiums paid in advance, with 
five future premiums the maximum num- 
ber which can be so discounted. The 
rate of interest payable on policy funds 
left with the company was jreduced 
from 4 percent to 334 percent, repre- 
senting the guaranteed rate of 3% per- 
cent and an excess interest declaration 
of % of 1 percent. These new rates 
went into effect along with other fur- 
ther retrenchments§ affecting single 
premium policies and annuities. 

“In view of the present curtailed inter- 
est returns on investments and the uncer- 
tainty surrounding future earnings trends, 
it is only consistent with our conservative 
practices of years past that these steps 
be taken at this time,” President O. J. 
Arnold said. 


Single Premium Limits 


The maximum amount which the 
company will now issue on one life in 
single premium policies, including single 
premium policies previously issued, 
ranges from $15,000 on whole life forms 
down to $5,000 on 10 year endowment. 
The maximum consideration which the 
company will accept for the purchase 
of a single premium annuity, including 
such annuities previously purchased, is 
$10,000. 

In the first quarter of 1936, cash paid 
to the Northwestern National for dis- 
counted premiums increased 250 per- 
cent over the corresponding quarter of 
1935. Cash receipts from single prem- 
iums also showed a material increase. 
It is to stem this heavy influx of cash, 
prejudicial to the interests of old policy- 
holders because of inadequate invest- 
ment outlets, that the present action 
has been taken, according to Mr. Ar- 
nold. 


Mutual Trust Life 


The Mutual Trust Life will continue 
its present scale of dividends for another 
full year from May 1, 1936, to April 30, 
1937, and will continue to pay as for- 
merly 4% percent on accumulations dur- 
ing that period. Its insurance in force 
has shown an increase each month, the 
first four months of 1936, and the new 
paid business for the same period ex- 
ceeds the production for the first four 
months of 1935 by a small margin. 





a 


Is Issuing Universal Policy 





National Life of Iowa Bases Nine Forms 
on Whole Life Plan, Modified 
by Rider 





The National Life of Des Moines js 
now issuing a “universal” policy jy 
nine forms (whole life, 20-pay, 30-pay 
paid up at 60, paid up at 65, 20 year ep, 
dowment, 30 year endowment, endoy- 


ment at 60 and endowment at 655) 
Whole life is the basis of all the forms, 


which are created by addition of a ride 
and payment of additional premiym 
which placed at interest and combined 
with reserves of the whole life policy 
creates a sum sufficient to make the 
policy pay up or mature in a stated 
number of years or at a given age. Ad. 
ditional premiums for the purpose of 
creating the accumulation deposit are 
appreciated at 34 percent compound 


interest. 


Reserve 


and 


values thus built up are: 


accumulation 


Accumulation Is Shown 


Tr. Fund 
Reserve or Total 
Year orC.V. Accum. Val. Sur. Val. 
Wy eece eteegnots $ 46.74 42.71 $ 89.45 
en oke's: exer 128.42 105.0 233.48 
Do eedcgdie hay 215.06 179.11 394.17 
7) SAP eee 310.75 267.07 577.82 
BOs cio sic ete 504.71 495.29 1,000.00 


If the accumulation fund is left u- 
disturbed the policy will pay up or 


mature at 


stipulated 


time, 


but the 


money in the fund belongs to assured 
without restriction and without pay- 


ment of interest. ; 
lien on the face of the policy. A 
may increase size of accumulation de- J 


It does not create a 


Assured 


posit and make policy pay up or ma 
ture at an earlier date, or decrease ac- 
cumulation payments and lengthen pe- 
riod of maturity. 


Automatic Conversion 


If desirable, assured may withdraw 
all money in the accumulation and thus 


automatically 


convert 


the 


policy to 


whole life form, when, regardless of 
age at which conversion is made, the 
whole life rate still will be that at 1s 


sue, 


In event of assured’s death during 
premium paying period, the beneficiary 
would be paid the policy face, plus all 
money in the accumulation fund. | 

Applications will be considered with- 
out medical up to $2,000, examination 
being required when applicant is over 
45. Women risks will be written under 
this form the same as men. 


Disability 








Read the Accident & Health Review: 
10c. A1946 Insurance Ex- 
change, Chicago. 
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and double indemnity may be added. 





The rates. running from ages six 

months to 60, are: 

Age Prem Age Prem. Age Prem 
0.... $13.76 2 $18.17 1 .$31.61 
Resce Saun 42 . 32.76 
aus 13.17 43 - 33.99 
3.... 13.33 44 - 35.30 
4s. 43.52 45 . 36.68 
Bu. 13.74 46 - 38.15 
Cas 13.96 47 - 39.73 
Bes 14.19 48 . 41.40 
14.43 49 - 43.19 
Se. 14.65 50 . 45.10 

RG. 14.87 51 . 47.11 

Bd... 15.11 52 - 49.27 

Bacs+. EnGo 53 . 51.58 

TS.... F562 54 . 54.04 

34. 15.88 55 - 56.65 

18.. 16.15 56 . 59.46 

ae. 16.45 57 . 62.45 

ET.20« BOE 58 . 65.65 

Pee 50 . 69.08 

BOssce Bean 60 - 12.74 

20 - 17.79 

Div idends per $1,000 for the “uni- 
versal” policy, all forms, are: 
c————— End of Year———_—_,, 
2 3 4 5 10 
$1.50 $1.54 $1.59 $1.64 $2.00 
1.52 1.57 1.62 1.67 2.13 
1.88 1.94 2.00 2.07 2.45 
2.00 2.07 2.15 2.24 2.71 
2.18 2.28 2.37 2.48 3.07 
2.40 2.52 2.63 2.78 3.50 
2.69 2.84 3.00 3.17 3.93 
3.03 3.19 3.385 3.52 4.47 
3.36 3.56 3.78 4.01 5.28 
3.89 4.17 4.46 4.77 6.17 
4.71 5.00 5.31 5.61 7.11 
5.55 5.89 6.23 6.56 8.81 
6.74 7.31 7.87 8.42 11.11 


“Minute Man” Policy 


Issues 





Columbian National Has Low Cost 
Whole Life Form with Flexible 
Options 





The Columbian National Life is issu- 
ing a “minute man” whole life policy 
with level premiums payable for life 
but with benefits reducing 50 percent 
after attained age 58. The contract is 
offered to selected risks at younger 
ages, and is permanent insurance at low 
cost. There are several options which 
permit fitting the policy to individual 
needs, such as cash, continued protec- 
tion or retirement income. 

The policy is not issued for less than 
$5,000, age limits being 20-45, inclu- 
sive. Waiver of premium clause may 
be added, ceasing at age 60, and also 
double indemnity provision which at 
age 58 carries a premium reduced one- 
half and accidental death benefits also 
cut in half. Family income provision 
may be sold not extending beyond age 
58, becoming void if annuity option is 
elected. 

The annuity option permits policy- 
holder on any anniversary from at- 
tained ages 48 to 58 to discontinue the 
insurance protection and start saving 
for a retirement income beginning at 
age 68 of $5 per month per $1,000 in- 
surance. Extra premiums charged for 
this, for males at ages of electing the 
option are: 48, $4.29; 49, $5.49; 50, 
$6.85; 51, $8.48; 52, $10.27; 53, $12.27; 
54, $14.31; 55, $17.02; 56, $20.94; 57, 
$25.26, and 58, $30.61. 

With election of this option cash 








Wants New Blood to Get 
Proper Men for Officers 





BOSTON, May 14.—The Min- 
isters Mutual Life, organized in 
this state in 1878, which has in- 
sured only clergymen and their 
wives, has asked the legislature to 
be permitted to broaden its mem- 
bership in order to obtain capable 
officers to carry on the company. 
Under the state law only insured 
could hold office. Experienced 
underwriters were not found in 
this category so a bill was intro- 
duced in the legislature to allow 
the company to insure laymen. 
Representatives of the company 
gave as the reason for the meas- 
ure the desire to secure experi- 
enced business men to serve as 
treasurer and auditor, and pos- 
sibly other officers. 














value increases rapidly. The cash op- 
tion gives assured at age 58 a substan- 
tial cash value, which may be applied 
to purchase a paid up life policy, or if 
assured wishes to continue policy after 
age 58 for original amount and is in- 
surable, he may do so by paying in- 
creased premium. 
Offers Substantial Saving 


This option is offered at net rate and 
represents substantial saving from or- 
dinary life rates at attained age. An- 
other option is endowment insurance. 
At attained age 58 assured may pay in- 
creased premium for 10 years to make 
policy mature for one-half original 
amount payable at age 68 or prior 
death. 

Paid up and extended values are re- 
duced 50 percent after attained age 58, 
just as face amount of premium paying 





policy is reduced at that time. Rates 

without disability are: 

ae Prem. Age Prem. Age Prem. 
ee $5.83 29 $6.8: 3: 

3 ere 5.93 30 

a2. . 6.02 31 

Le 6.13: 32. 

, eae 6.23 33. 

7: a 6.34 34. 

ae 6.45 35. 

| nae 6.58 36 

7 ae a 70 «37 


Creo ee eres Co bo > 


36... 








Minnesota Mutual Curtails 
Sale of Investment Forms 





The Minnesota Mutual has made sev- 
eral changes in company practice, in- 
cluding new limits on investment types 
of contracts, all effective May 20. Single 
premium life endowment and annuity 
policies will be sold only in amounts of 
aggregate $25,000 single premium, for 
any one applicant or source in any 
period of 12 months. The five year 
single premium endowment is with- 
drawn. 

Combinations of single premium life 
and single premium life annuities will 
be sold without evidence of insurability 
subject to the above premium limitation, 
provided the sum of single premiums 
equal $1,080 per $1,000 life insurance. 
Maximum amount which will be ac- 
cepted in any premium deposit account 
is $15,000 from any one depositor, the 
premium deposit account agreement 
limiting deposit to present value of all 
premiums discounted at 3% percent 
compound interest. The new limitation 
makes the maximum deposit an amount 
equal to such present value of future 
premiums or $15,000, whichever is less. 
Under the investment bond—life annuity 
with specified return—guaranteed in- 
come is reduced to $30 annually per unit 
or $14.89 semi-annually, or $7.42 quar- 
terly per $1,000 specified return at death. 
The return formerly was 3% percent. 
The single premium life, endowment 
and annuity limit heretofore was 50 units 
or $50,000. 





Union Mutual Life 


The Union Mutual Life of Portland, 
Me., has decided for the year beginning 
July 1, 1936, funds left to accumulate 
at interest will draw 3% percent in- 
stead of 4 percent interest as heretofore. 





Loomis Visits Dallas Agency 


James L. Loomis, president Connecti- 
cut Mutual Life, visited the agency of 
E. F. White in Dallas. He was accom- 
panied on his Texas trip by his wife, 
H. N. Chandler and E. H. Norene, as- 
sistant superintendent of agencies. He 
presented the White agency a trophy 
for outstanding work in 1935. 


To increase sales efficiency write for 
“Buying Time.” It’s free. Diamond Life 
Bulletins, 420 E. 4th St., Cincinnati. 








AGENCY NEWS 





Brainard Dinner in Peoria 





Function in Home City of L. O. Schriver 
Honors President of the Aetna 
Life Group 





About 200 attended the afternoon 
business session and dinner of the L. 
O. Schriver agency of the Aetna Life 
in Peoria, Ill, in honor of President 
M. B. Brainard, who was making his 
first visit to Peoria. Mr. Schriver is 
president of the National Association 
of Life Underwriters. Accompanying 
Mr. Brainard were Vice-presidents Sea- 
born Whatley and S. F. Westbrook, 
Manager Hudson Burr of the farm loan 
department for the central west and all 
of the Aetna Life general agents in the 
neighborhood. George Tramel, man- 
ager of the Aetna Casualty office in 
Chicago, was on hand representing the 
casualty department. 


Speakers Following Dinner 


Speakers following the dinner were 
Mr. Whatley, Mr. Westbrook, F. F. 
Blossom, president of the Central Na- 
tional Bank of Peoria; W. E. Stone, 
president First National Bank; Mr. 
Burr, Mr. Tramel, Insurance Director 
Palmer of [llinois and Mr. Brainard 
who made the featured speech of the 
evening. 

The afternoon program was supplied 
by the visiting general agents. Four 
such operators participated in a sym- 


posium on “How My Leading Pro- 
ducer Secures Business.” They were 
M. L. Seltzer, Des Moines; A. P 


Shugg, St. Louis; P. W. Simpson, In- 
dianapolis, and R. S. Edwards, Chicago. 
A. E. Mielenz of Milwaukee gave a talk 
on meeting competition. Roy E. Davis, 
leading producer in the Schriver agency 
and member of the app-a-week club for 
the past 10 years, was the presiding of- 
ficer. Mr. Whatley wound up the af- 
ternoon session. 


Cummings’ Bond Winners 

The tentative winners in the contest 
conducted by O. Sam Cummings of 
Dallas, Texas state manager of the Kan- 
sas City Life, are announced. The final 
results will not be tabulated until June 
25, inasmuch as the awards will be based 
on issued, delivered and paid for busi- 
ness. Mr. Cummings at that time will 
distribute among the winners $5,000 in 
bonds issued by the Texas Centennial 
Central Exposition. They bear interest 
of 4 percent. The leader in volume is to 
receive a $1,000 bond, the second man 
a $500 bond, third, $200 and fourth to 
eleventh each $100. Similar prizes are 
to be given for leaders in applications. 

The tentative winner in point of vol- 
ume is Ben Epstein of Dallas who pro- 
duced $390,970 of written business in the 
five month campaign. Ira L. Duckworth 
is the tentative leader in applications 
with 185. He is tentatively second in 
volume with $239,500. Mr. Epstein ten- 
tatively is fifth in number of applica- 
tions with 64. 





Talks on Old Age Protection 


Old-age protection legislation will 
stimulate a greater demand for life in- 
surance protection among those. finan- 
cially able to buy it, R. W. Simpkin, as- 
sistant superintendent of agencies, Con- 
necticut Mutual Life, said on a visit to 
St. Paul. He took part in a conference 
of the Ben Bratter agency. 

He said the present movement toward 
old-age protection and other forms of 
social security will prove of vital im- 
portance to the country, socially and 
economically. 





W. E. Pendleton, district agent Equi- 
table Life at Macon, Ga., has been trans- 
ferred to Jacksonville, Fla., in the same 
capacity. He is succeeded in Macon by 
W. H. Marquess, Jr., of Atlanta. 
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LIFE AGENCY CHANGES 








Many New York Life Changes 


Retirement of Alex S. Browne of Bos- 
ton, Inspector of Agents-at-Large 
Brings Shifts 








Alex S. Browne, inspector of agencies- 
at-large for the northeastern depart- 
ment of the New York Life, will re- 
tire from active service July 1. On 
that date he will have served the com- 
pany more than 46 years and more than 
35 years as inspector and inspector of 
agencies-at-large. He is the dean of 
the New York Life agency inspectors. 
He started with the company in 1890 
as cashier at the Boston office, having 
begun as a boy of 15 in Scotland as 
apprentice to a firm of mill owners. 
He worked as a shepherd in the high- 
lands of Scotland for a while and then 
went to Montreal, becoming assistant 
cashier for a wholesale merchandise 
firm. There he became acquainted with 
the needs and benefits of insurance. He 
started writing fellow members of the 
Montreal football team of which he was 
captain, and the business was placed in 
the Canada Life. After he had been 
cashier for a year in Boston he became 
a soliciting agent and in 1892 was ap- 
pointed manager of the New England 
branch. On Jan. 1, 1901, he was ap- 
pointed inspector of agencies of the 
northeastern department. His present 
title was conferred on him in May of 
last year. One son, Gordon Browne, 
is an agency organizer of the New 
England branch. 


Summers Appointed Supervisor 


F. B. Summers of Omaha, who has 
been appointed supervisor of the New 
York Life, will assume charge of the 
northeastern department at Boston, 
July 1. He was formerly agency direc- 
tor at Omaha. He spent 22 years of 
service with the company, starting as an 
agent at Edmonton, Alta., in 1914, after 
resigning as secretary of the Canadian 
Hospital Association. Two and a half 
years later he was appointed agency 
organizer in charge of the Calgary, 
Alta., office. In January, 1917, he was 
made agency director. His territory 
covered the province of Alberta and the 
eastern half of British Columbia. In 
1925, agents in that branch produced 
$1,800,000. Last year he was _ trans- 
ferred to Nebraska and the peak in the 
Omaha branch was reached in 1930 








“Sweetest Income 
in America” & 


ws 
HAT’S what a “big time” 
life underwriter said of the 
side commissions obtainable 
from selling income protection. 


Increasing Life writings at the 
same time you sell income pro- 
tection depends on a plan. 


Our book “The Sweetest In- 
come in America,” outlines this 
plan now in successful opera- 
tion in a number of Inter. 
Ocean Agencies. 


If you are interested in an 
H & A connection with us, 
write for this booklet. 


Inter-Ocean Casualty Co. 
12th Floor American Bldg. 
Cincinnati, Ohio 











with well over $11,000,000. 
the figure was $6,000,000. 

Don Parker, agency director of the 
Davenport branch of the New York 
Life, who succeeds Mr. Summers at 
Omaha, started with the New York 
Life June 26, 1930, as an agent in Des 
Moines and was appointed agency or- 
ganizer in March, 1931. Three years 
later he was transferred to the north- 
ern Illinois branch and on Jan. 1 of 
last year he was appointed agency di- 
rector at Davenport. 

Myron N. Boyd of Grand Island, 
Neb., former agency organizer in Dav- 
enport, will return there to succeed Mr. 
Parker. He went with the company as 
a clerk in the Winnipeg branch, April 
23, 1917, served as cashier and then did 
agency work in British Columbia. Later 
he was transferred as agency organizer 
in Nebraska where he served until 
March, 1936, when he was transferred 
to the Davenport branch. 


Last year 





Hofmayer Is District Manager 


F. P. Hofmayer, who becomes district 
manager of the Penn Mutual Life of 
Paterson, N., J. has been an agent in 
his city under General Agent John E. 
Gibbs for Newark. At one time he was 
vice-president and cashier of the Broad- 
way Bank & Trust Co. of Paterson. He 
served the government previous to that 
in several branches of the Treasury de- 
partment in Newark and in Washington 
as an expert accountant. He will con- 
tinue his affiliation, in an advisory capac- 
ity, as director and vice-president of 
the Broadway Bank & Trust Co. 





Dunton with Pacific National 


F, E. Dunton has become general 
agent of the Pacific National Life of 
Salt Lake City at Spokane, taking over 
eastern and central Washington as well 
as northern Idaho. He has written a 
large volume of business in that terri- 
tory. 





Ohio State Life at Maryland 


The Ohio State Life has appointed 
Ralph P. Smith of Cleveland as general 
agent at Mansfield, O. He succeeds D. 
F. Shafer, manager of the Mansfield 
agency, who died a few months ago. 
For the last seven years Mr. Smith has 
represented the State Mutual Life in 
Cleveland. 








Underwood with Lincoln Life 


A. K. Underwood, for the fast four 
years a special agent of the Northwest- 
ern Mutual in Denver, has resigned to 
become general agent of the Lincoln 
National Life. 





Form New District Agency 


A_new district agency headed by T. 
H. Eckhoff, New Sharon, Ia., has been 
formed by the Bankers Life of Ne- 
braska. The new district includes three 
Iowa counties and half of another. Mr. 
Eckhoff has been with the company 13 
years, 





Ohio National Appointments 


The Ohio National Life has appointed 
the following general agents: Ford-Av- 
ery Agency, Dows, Ia.; C. V. Reynolds, 
Wichita Falls, Tex.; H. D. Richardson, 
Irvine, Ky.; R. M. Miller, Richmond, 
Ind.; P H Pilchard, Lincoln, Neb.; E. 
L. Daniels, Granite City, Ill; O. E. 
Shacklett, Ottumwa, Ia. and J. L. 
Brown, Hendersonville, N. C. 





Goes With Equitable, Iowa 


C. W. Cottingham has been made 
geenral agent of the Equitable of Iowa 
at Sioux City. He has been connected 
with the Equitable Life of New York 


He is one of its leading district man- 
agers in Iowa. 


Opens Life Department 
The Mann, Barnum, Kerdolf & Welsh 
Agency of Kansas City has established 
a life department with C, F. Edwards 
as manager. Mr. Edwards has been 
connected with the Kansas City agency 
of the Columbian National Lite. 


Berkshire Life at Cincinnati 


Appointment of W. C. Doll as gen- 
eral agent at Cincinnati is announced 
by the Berkshire Life. He has been 
in the insurance business in Cincinnati 
16 years, recently with the New Eng- 
land Mutual and 12 years with the Pa- 








— 





cific Mutual. In 1933 he leq 


; ies: ; the latte 
company’s Cincinnati agency, “ 











Minnig to Sioux City 

H. L. Minnig, district Manager , 
Bismark, N. D., for the past year a 
a half, has been promoted to mana 7 
at Sioux City, Ia. by the Mutual a: 
Health & Accident and United Bene, 
Life of Omaha. . 
















Chidley New Brunswick Manager 


W. R. Chidley, who has been branch 
secretary of the Toronto King  stree 
branch for the Dominion Life, becom; 
its manager at New Brunswick ith 
headquarters in St. John. 

















SALES MEETINGS 





To Hold Annual Convention 





Massachusetts Mutual Agents Associa- 
tion Will Hold Its Meeting Next 
Month at Swampscott 


The program is announced for the 
annual meeting of the Massachusetts 
Mutual Agents Association at Swamps- 
scott, Mass., June 1-3. J. Hawley Wil- 
son of Peoria is president. F. A. Licht- 
enberg of Columbus, O., is secretary. 
President B. J. Perry of the company 
will speak at the first session. Second 
Vice-president Joseph C. Behan will 
also talk at that session. Agency Sup- 
erintendent W. M. Benton will conduct 
a home office clinic the first afternoon. 
Other speakers on that program will be 
E. W. Wood, assistant actuary, Mich- 
ael Marchese, manager medical depart- 
ment; J. L. Marchese, manager bene- 
fit department; F. E. Emery, assistant 
secretary. 

One of the speakers at the last ses- 
sion will be Prof. Hubert Greaves of 
Yale, who will talk on “Building Pres- 
tige.” 

Some of the subjects to be discussed 
are, “Results of Organized Activity,” 
“Consecutive Weekly Production,” 
“Business Insurance,” ‘Effective Pros- 
pecting,’ “Direct Results from Direct 
Mail,” “Fundamentals of Soliciting,” 
“Improved Sales Techniquee.” 





Brainard Attends Outing of 
Three Aetna Life Agencies 





Three general agencies of the Aetna 
Life took part in a four day spring tri- 
state frolic at Potowatomi Inn, Lake 
James, Pokogan State Park, Ind., which 
was attended by President M. B. 
Brainard and A. H. Hiatt, Jr., assistant 
superintendent of agents from the home 
office, and Hudson Burr, who is in 
charge of the Aetna’s farm property in 
southern Illinois. The agencies joining 
in the outing were: R. S. Edwards office, 
Chicago; P. W. Simpson, Indianapolis, 
and H. W. Florer, Grand Rapids. 

These offices competed in March and 
April to qualify for the trip, 43 attend- 
ing from Chicago and 25 each from the 
other two agencies. There were short 
business sessions the first two mornings; 
afternoons were devoted to recreation. 
Chicago organized two soft ball teams 
which played teams of the other agen- 
cies and won both games. 


New York Life Roundup 


The New York Life held a two-day 
round up of the southwestern and Great 
Plains departments in Wichita attended 
by L. Seton Lindsay of New York, 
vice-president; Dick Oliver, St. Louis, 
inspector of agencies at large, and B. 
Notzon, Kansas City, inspector of 
agencies Great Plains department. Among 
the speakers was Lester O. Schriver, 
Peoria, president National Association 








at Cedar Rapids for the last three years. 





He has been with the company 14 years. 





of Life Underwriters. 
Miss Bertha K. Moore, Wichita 
was honored as champion underwriter 








——, 


of the Great Plains department and 
James E. Baker, Jr. of St. Louis was 
crowned champion producer of the tyo 
divisions. Over 100 were in attendance. 


Mutual Life Davenport Rally 


W. R. Wittenbaugh was electe 
president of the Davenport agency gr. 
ganization of the Mutual Life of New 
York at a meeting there of 100 easter 
Iowa and western Illinois agents, He 
succeeds H. R. Wiesen. Lloyd B. Ge. 
tys, manager of the Davenport agency, 
was the principal speaker at the all-day 
meeting. 

At the banquet Dr. R. R. Bradley 
spoke on “The Scientific Treatment of 
the Life Value Through Life Insw. 
ance.” 


Great Southern’s Dallas Meet 


The Great Southern Life will hold a 
one-day convention and banquet for the 
Dallas division June 26, with 200 to 300 
agents attending. A. C. Raines, agency 
director, will open the meeting and 
President E. P. Greenwood will speak. 
After the meeting the agents and their 
wives will be guests of the company at 
the Texas Centennial. 





Texas Prudential Congress 


The Texas Prudential of Galveston 
will hold a special sales congress Sept. 
3-4 at Mineral Wells, a short distance 
from Dallas, which will offer agents an 
opportunity to visit the Centennial Ex- 
position in the latter city. 


New York Life Northwest Meet 


New York Life representatives from 
Fargo, Grand Forks and Winnipeg 
branch offices attended a two-day meet- 
ing at Detroit Lakes, Minn., with C. H. 
O’Connell, head of the agency service bu- 
reau, representing the home office and 
R. E. Peters, Minneapolis, inspector 0 
agencies of the northwestern depart 
ment attending. 

The meeting was in charge of Walter 
Weissinger, agency director of the Far- 
go branch, assisted by Agency Director 
Bergren of Grand Forks and A. H. 
Dudley, in charge of the Winnipeg 
branch. 


Training School in Wichita 

The Central Life of Iowa held a two- 
day training school in Wichita preced- 
ing the sales congress of the Kansas 
Association of Life Underwriters, co! 
ducted by George Carlin, educational 4 
rector, and E. G. Fahnestock, Wichita 
general agent. 





Lamar Life Meeting in Dallas 

The Lamar Life will hold its 30th a 
nual convention of agents in Dallas 
Texas, July 31-Aug. 1. 


Training School at Little Rock 


G. D. Davis and F. E. Herb, from the 
home office held a training school for 
agents of the Allen Gates agency of the 
Penn Mutual Life in Little Rock 
Proper use of the company’s settlement 
options was a feature. 
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—TEGAL RESERVE FRATERNALS 





frida Fraternalists in 


Congress Meet at Tampa 





The Florida State Fraternal Congress 
yas held in Tampa. Officers elected 
yere: President, O. V. Atkins, Macca- 
ees; vice-president, Miss Myrtle Olis 


Crump, Woodmen Circle; secretary- 
qeasurer, Mrs. Josephine Crawford, 
Royal Neighbors, (reelected), all of 


Tampa. V. P. Miller, Lakeland, Wood- 
men of the World, was elected delegate 
0 the National Fraternal Congress 
necting in New York in August, and as 
alternate, E. S. Clark, Orlando, Modern 
Woodmen. 

Alfred E. Sapp, Miami, is retiring 
president and O. V. Atkins was vice- 
president last year. Mayor Chancey of 
Tampa addressed the gathering. Talks 
were given by Ruby Latham, Wood- 
men Circle, on “Lodge Activities,” Fred 
Kraushaar, Modern Woodmen, on 
“More Efficient Training of Field 
Forces;’? V. P. Miller on “Interesting 
Young People in Fraternalism;” E. S. 
Clark, Modern Woodmen, on “The 
Benefit of a Local Fraternal Exchange,” 
with discussions led by Mrs. Ivan Haas, 
Maccabees; J. H. Thorpe, Security 
Benefit; Alice White, Woodmen Circle. 
A dinner was held, Miss Myrtle Crump 
being chairman. 





Permits License Renewal 


OKLAHOMA CITY, May 14.—Act- 
ing on advice of H. L. McCracken, 
chairman state tax commission, Gover- 
nor Marland will authorize renewal of 
license of such fraternals as post bonds 
to cover premium tax involved in suits 
the state is pressing. Previously, Gov- 
enor Maryland insisted the fraternal 
insurance board refuse license renewal 
and removed three members who voted 
for renewal. In the first trials called 
the state received decisions and the 
cases are on the Oklahoma supreme 
court calendar. 





Vetoes Benefit Change 


Governor Lehman of New York has 
vetoed the bill amending the provision 
for payment of death benefits to fraternal 
policyholders. This measure would have 
enabled recipients of welfare to assign 
life insurance policies to counties or 
other governmental agencies that have 
been rendering the relief. Although Gov- 
ernor Lehman is in agreement with the 
purpose, he feels that the bill would 
not achieve its purpose. 
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Robert K. Orr Has Become 
Treasurer of Gleaner Life 





Robert K. Orr, president Wolverine 
Insurance Co. of Lansing, who becomes 
treasurer of the Gleaner Life in De- 
troit, is a Michigander by birth, having 
been born at Cairo in 1879. He graduated 
from high school in that town when 
Ross L. Holloway, president of the 
Gleaner Life, was superintendent of 
schools. Mr. Orr himself became a 
school man and then was chosen actuary 
of the Michigan insurance department, 
filling that job for seven years. He be- 
came actuary of the Peninsular Life and 
then went to New York to go with the 
Metropolitan Life, returning to “the 
Michigan department in 1913. In 1917 
he organized the Employers Casualty, 
which eventually developed into the 
present Wolverine Insurance Company 
of Lansing. He is a member of the 
American Institute of Actuaries. One 
of Mr. Orr’s hobbies is business corre- 
spondence. He is author of a book, “Ana- 
lytical System of Teaching Business 
Correspondence.” It is now used in 
several public educational institutions. 





Mr. Orr believes in taking the perfunc- 
tory phrases and bromides out of letter 
writing. 





Fraternal Totals Reviewed 


In the statistical tables issued by the 
New York department in advance of 
the full reports, it is shown that New 
York state fraternal benefit societies re- 
ceived from members during 1935, $5,- 
187,676, had total income of $7,086,688, 
paid claims and benefits of $3,795,028, 
had total disbursements of $6,256,836, 
had insurance in force on Sept. 30, 1935, 
of $152,731,811. 

The societies of other states received 
from members $97,366,904, had total in- 
come of $134,766,475, paid claims and 
benefits $69,311,501, had total disburse- 
ments $100,766,790 and had insurance 
in force $4,115,211,447. 

U. S. branches of societies of other 
countries received from members $4,813,- 
779, had total income $9,114,242, paid 
claims and benefits $5,847,856, had total 
disbursements $8,826,429 and had insur- 
ance in force $200,538,426. 





Tiesberg in Extension Work 


C. O. Tiesberg has been appointed 
extension vice-president by the Luth- 
eran Brotherhood. His duties are to or- 
ganize and affiliate local brotherhoods. 
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Elect Cunningham in Kansas 





Big Sales Congress Held in Wichita by 
State Association—Attendance Up 
27 Percent 





A 27 percent increase in attendance 
featured the second annual sales con- 
gress of the Kansas State Association 
of Life Underwriters in Wichita. 

Riley G. Cunningham, Metropolitan 
manager at Wichita and president of 
the Wichita Life Underwriters, was 
elected president, succeeding Lem C. 
Swinney. Vice-presidents named are 
Lyman E. King, Topeka, general agent 
New England Mutual; John Floyd, Ar- 
kansas City, Northwestern Mutual, and 
C. O. Marietta, Salina general agent of 
the Minnesota Mutual Life (reelected). 
A secretary-treasurer will be named 
later, the office having been held by 
L. B. Brown, Wichita, head of the 
Brown, Ginzel & Co. Agency, Travel- 
ers, who has asked to be relieved. 

The Topeka association extended an 
invitation for next year’s sales congress. 

Commissioner Hobbs greeted the 
gathering. C. Vivian Anderson, Cin- 
cinnati million dollar producer of the 
Provident Mutual and past president of 
the National association, discussed 
“The Use of Income Options.” 

Lester O. Schriver, Peoria general 
agent of the Aetna and president of the 
National association, gave his “A Cen- 
tury of Progress” talk. Joseph Gantz, 
Pacific Mutual general agent in Cin- 
cinnati, spoke on “Letting Them Buy 
by Observation.” 

Joseph S. Maryman, Little Rock, who 
was to start the afternoon program, 
was detained and unable to attend. Rev. 
Fred Condit of the First Christian 
Church, El! Dorado, Kan., talked on 
“Life Insurance from the Layman’s 
Point of View.” 

* OK OX 


Headliners Speak at Sales 
Congress in Davenport, Ia. 





DAVENPORT, IA., May 14.—Ap- 
proximately 100 attended the annual 
sales congress of the Davenport Asso- 
ciation of Life Underwriters. Speakers 


included Louis Behr, Chicago, assistant 
manager Equitable Life of New York; 
Claude R. Fooshe, St. Louis, ordinary 
manager Prudential; O. Sam Cummings, 
manager 


Texas Kansas City Life; 


Henry M. Files, leading Iowa producer 
of the Northwestern Mutual Life; C. A 
Phillips, commerce’ dean of the Uni- 
versity of Iowa, and Rev. Axel Pearson 
of Moline. 

In connection with the congress, 
various agencies held meetings for their 
agents. Included among the luncheon 
meetings were those held by Prudential 
ordinary agency, the Guardian Life, the 
Mutual Benefit Life, Guaranty Life, 





Provident Mutual, Northwestern Mu- 
tual, Penn Mutual and New York Life. 

While internal forces working toward 
inflation are more potent than those 
working against it, said Dean Phillips, 
the determining factor is likely to be 
public opinion which at this time is de- 
cidedly against such an event. 

“Find out what your prospect’s 
financial set-up is, acquaint yourself 
with his needs,’ suggested Mr. Fooshe. 
“Don’t pose as an insurance counselor. 
I have no use for those people. Ex- 
aggeration of your company’s policy is 
not needed. Incorporation of every de- 
sirable feature already has been made. 
The policy, if presented properly and 
pa a is all you need to close the 
sale.” 

“You must adopt a better mental 
attitude for 1936,” Mr. Cummings said. 
Mr. Cummings suggested various meth- 
ods for making a better record. 

Mr. Behr explained his well known 
prospecting system. 

© ££ + 


Broaddus Gives Two Talks 
During Life Insurance Week 





Life agents this week have the oppor- 
tunity of educating American citizens to 
live under the law of thrift, put the prop 
of security under the American home 
and prevent it from becoming bankrupt 
when today’s income ceases, L. S. 
Broaddus, Chicago manager Guardian 
Life, declared in talks on “Natural 
Laws” at the Life Insurance Week 
breakfast of the Milwaukee association 
Monday and the St. Paul association 
Thursday. 

He said the law of thrift is that a 
man is entitled to a part of all he earns; 
he should keep it first and spend the 
rest, but the average citizen has on his 
payroll department stores, automobile 
companies, utilities, the landlord, grocer 
and others, but he is trying to get his 
part last. 

“Most family bankruptcies are caused 
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by men ignoring the law of thrift, plac- 
ing their dependency in the belief that 
some fortunate occurrence will bring 
into their control a large sum of money 
so that they can be independent for the 
rest of their lives,” he said. 

One of the principal problems today 
is family maintenance, old age security; 
of maintaining the home solvent. Life 
agents are dealers in planned futures, 
in a time-tested program that leads 
people definitely out of financial diffi- 
culties and enables them to complete 
their financial aims and ambitions. 
Most people do not realize the value of 
controlling time; that all they have to 
sell is energy and that at age 20 the 
storehouse is full of salable energy, but 
in later years it is depreciated. Life 
agents, he said, also fail to take this 
law into account. In their planning 
they provide for such a minimum num- 
ber of interviews that the law of average 
cannot help them in any way except 
to failure. 
oe ae 
election meeting of the 
Colorado association will be held the 
latter part of June, probably at the 
Troutdale Hotel. The exact date will be 
determined by the opening date of the 
hotel, 


Denver—The 


ek * 


Waco, Tex.—Inman Roberts has been 
nominated for president, F. H. Ragsdale 
for vice-president and Jack Trice, secre- 
tary. 

* * * 

Northwest Texas—A one-day sales 
congress was held at Amarillo with the 
following speakers: W. E. Talbot, vice- 
president and agency director Southland 


Life, “Fundamentals of Life Insurance”; 
L. C. White, Amarillo general agent 
California-Western States Life, ‘“Rela- 


tionship of Agent and Company”; Paul 
A. Goodman, Denver, supervisor Reliance 
Life, ‘“‘Let’s Do a Thorough Job of It”; 
White L. Moss, superintendent of agen- 
cies American National, Galveston, ‘‘Co- 
operation”; Floyd V. Studer, Amarillo, 
northwest Texas superintendent Ameri- 





Agents of the Columbia Life of Cin- 
cinnati are conductcing a May cam- 
paign in honor of Frank B. Cross, Jr., 
recently elected vice-president. The 
business is 60 percent ahead of last year 
on a paid basis. It has appointed S. E. 
Lilly, Etna, O., general agent. 


can Central Life, “The Underwriters As- 
sociation and the Field Man.” 
* * * 

Wheeling, W. Va.—Maurice B. Cohill, 
agent of the Edward A. Woods Company, 
Equitable Life, general agent at Pitts- 
burgh, was the guest speaker here. 
Mr. Cohill is rated as the leading pro- 
ducing agent of his office. He appeared 
on the convention program of the Na- 
tional association at Des Moines last 
September. 

*x* * * 

Palm Beach County, Fla.—Officers will 
be elected June 6. Nominees are: H. P. 
Cartwright for president, D. C. Miller 
for vice-president. Vincent Oaksmith is 
retiring president. 

Cleveland—‘“No group is 
tant today as armies face each other 
than the insurance underwriters,” said 
Harry C. Spillman, Rotary Club lecturer 
and author. The world has lost sight 
of human values. Horsepower has over- 
ridden man power and personality. This 
situation presents a challenge to under- 
writers. The great job of the future 
will be the perfection of human beings. 

oak: ak 

Cinecinnati—A nominating committee 
consisting of R. M. Robinson, Mutual 
Life of New York; A. J. Lehman, Union 
Central; C. T. Williams, Equitable Life 
of New York; L. D. Fowler, Connecticut 
Mutual; B. C. Thurman, Guardian Life, 


more impor- 


and J. S. Drewry, Mutual Benefit, is 
chosen. 
Hickory, N. C.—John B. Cannon, tip- 


top club member of the New York Life, 
Spartanburg, S. C., spoke on “Life In- 
surance as a Service.” Election of offi- 
cers resulted as follows: W. R. Weaver, 
Northwestern Mutual, president; R. J. 
Johnson, Durham Life, 1st vice-presi- 
dent; B. E. Altman, Metropolitan, 2nd 
vice-president; J. F. Cowling, Minne- 
sota Mutual, secretary-treasurer; J. K. 
Cole, Imperial Life, national committee- 
man. 
* * * 

Lexington, Ky.—T. R. Underwood, edi- 
tor Lexington “Herald” and president 
Lexington board of commerce, was the 
principal speaker at a luncheon-meet- 
ing in observance of the opening of Life 
Insurance Week. 





* * * 

Chicago—J. H. Sherman, manager life 
department W. A. Alexander & Co., gen- 
eral agency Penn Mutual, will be chair- 
man of the Business Getter Clinic at 
4 p. h., May 20 in the Hotel Sherman, 
one of a series. The Penn Mutual agen- 
cies will sponsor the program. J. C. 
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A Prince of India takes a retinue of people along to serve him wher- 
ever he goes. When you travel to the Mayfair in Saint Louis you need 
not do that—you’ll find them already there, anxious to serve you 
when you arrive—and at reasonable charges, in keeping with the 
Mayfair’s moderate room rates. Single, $2.50 to $6.00; double, $4.00 to 
$8.00. Over 50% of the rooms for $3.50 or less. All rooms with bath. 
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Bick, A. E. Patterson agency, will speak 
on “The Close Begins with the Ap- 
proach”; W. N. Hiller, Stumes & Loeb 
agency on ‘Motivation in Closing the 
Family Protection Sale,” and R. H. 
Weinecke, Alexander agency, on “Use of 
Motivation in Closing the Retirement 
Income.” 
OK: ak. ak 


Bloomington, Ill—The May meeting 
speaker was O. Sam Cummings, Dallas, 
secretary National association, who ad- 
dressed the group on “How to make 
1936 a better year.” The National presi- 
dent, Lester O. Schriver, Peoria, was 
present and introduced the _ speaker. 
Guests were present from Peoria and 
Springfield, including H. M. Solenberger, 
newly elected president of the state as- 
sociation. 

* * x 

Concord, N. H.—John V. Hanna, presi- 
dent of the United Life & Accident, was 
the principal speaker at the breakfast 
meeting Monday of this week. The as- 
sociation is showing a large increase in 


membership. Frank A. Morris is presi- 
dent. 
oa. ae 
Cineinnati—John Morrell, leading 
agent of the Equitable Life of New 


York, Chicago, spoke on the “Seven Pil- 
lars of Wisdom” as one of the featured 
speakers during Life Insurance Week. 
The talk was broadcast. 





Lytton Makes Analysis of 
American Bankers Decision 


(CONTINUED FROM PAGE 3) 
liability will avoid the necessity of in- 
terest earnings on such liens. In view 
of the fact that policy loans (liens) are 
allowed as admitted assets bearing in- 
terest, it would seem that the court’s 
conclusion with regard to the treatment 
of policy liens is contrary to accepted 
insurance practice. 





Would Permit Use of Life 


Insurance for Death Tax 


(CONTINUED FROM PAGE 3) 
would press for adoption of such pro- 
visions when the bill is taken up by the 
committee in executive session. 

Under the terms of the proposal, Sec- 
tion 401 of the revenue act of 1932, as 
amended, would be changed to read as 
follows: ‘For the purpose of this sec- 
tion the value of the net estate shall be 
determined as provided in Title III of 
the revenue act of 1926, as amended, 
except that (1) in lieu of the exemption 
of $100,000 provided in Section 303 (a) 
(4) of such act, the exemption shall be 
$40,000; and (2) there shall be deducted 
from the value of the net estate as thus 
determined the proceeds of life insur- 
ance policies payable to (and received 
by) the treasurer of the United States 
in trust for the payment of estate, in- 
heritance, succession, legacy or other 
death duties levied by the United States 
against or with respect to the estate 
of the decedent, exclusive of any ex- 
cess over the amount of such taxes, 
which excess shall be accounted for 
(without interest) to the executor or 
administrator of the decedent for the 
benefit of the persons entitled thereto; 
provided, however, that the proceeds of 
policies on which the premium-paying 
period is less than ten years shall not be 
deductible and that, in any event, the 
amount deductible as aforesaid shall not 
exceed $1,000,000.” 

Lonergan Explains Purpose 


Adoption of this amendment, Senator 
Lonergan explained, “would mean that 
an individual having a taxable estate 
who makes the proceeds of insurance 
policies on his life payable to the treas- 
urer of the United States in trust for 
payment of death duties, would set up 
a situation such that immediately upon 
his death the treasury would receive 
from the insurance company the entire 


' proceeds of the policy with the privi- 


lege of holding such proceeds without 
interest for payment of such amount in 
death duties as may be due. The re- 
mainder of the proceeds would be 





=== 
turned back to the estate, and would |, 
taxable. : 

“The principle of this amendment ; 
in effect in revenue laws of other fing 
tries, and it offers many advantages i 
the taxpayer and also to the govern. 
ment by assuring prompt payment of al 
death duties in full, in advance of th 
usual due date; by avoiding liquidation 
of estates and loss of tax values to the 
government, and by providing taaear. 
ers with an opportunity to provide 
against necessitous liquidation to cover 
federal death duties, including unwary. 
ranted losses in property values, qe. 
struction of going concerns, intermip. 
able delays and excessive costs jn ad- 
ministration.” 


NEW YORY 
NEWS 


GERMAN OFFICIALS ON VISIT 











A group of German company insur. 
ance officials and general agents are oy 
a visit to this country, having arrived in 
New York a few days ago and being ona 
tour of investigation they are visiting the 
home offices of some of the companies such 
as the Metropolitan Life, New York 
Life, American Surety, National Bureay 
of Casualty & Surety Underwriters, 
Home Fire, Great American Fire, Com- 
mercial Casualty, Metropolitan Casualty, 
Continental Casualty of Chicago, Equit- 
able Life of New York, Federal Life oj 
Chicago, Central Life of Chicago, Fidel- 
ity Mutual Life of Philadelphia and 
others. 

They are looking into different phases 
of the business on this side. They are 
particularly interested in agency work, 
selling methods, commissions and brok- 
erage, pensions, taxes, health and acci- 
dent insurance, group insurance and the 
general methods of procedure in differ- 
ent lines. Eleven of the party visited 
Chicago and were under the guidance of 
Otto R. Van Laun of the western de- 
partment of the Hartford Fire, a native 
German, who came to this country a few 
years ago. He acted as host and intro- 
duced them to a number of company 
officials, He entertained them at his 
home last Thursday evening when west- 
ern department officials of the Hartford 
Fire and the German consul general were 
present. Walter G. Schues, assistant 
chairman of the board of the North Ger- 
man Life of Hamburg, was the spokes- 
man for the delegation in Chicago. 

The companies represented in_ the 
delegation were the Silesian Fire of 
Goerlitz, Alliance Stuttgart, Allgemeine 
Krankenversicherungs Gesellschaft of 
Berlin; Deutschen Versicherten-Verein, 
Berlin; Gothaer Life of Berlin, Alte 


Magdeburger; North German Life, 
Gotha Life of Berlin; Deutscher Ver- 
sicherungs Konzern of Berlin. The 


treasurer of the German Labor Front of 
Berlin accompanied the party. In addi- 
tion to New York and Chicago they 
will visit home offices in Philadelphia 
and Washington, D. C. 
* OK OX 
R. L. SMITH’S TWENTIETH YEAR 


R. L. Smith, assistant superintendent 
of agencies of the Travelers in charge 
of the life, accident and group depart- 
ments for the greater New York terrl- 
tory, observed his 20th anniversary with 
the Travelers and received several floral 
tributes and congratulatory messages. 

* * * 
DICK HANLEY TO SPEAK 


New York City agencies of the Equtt- 
able Life of N. Y. will hold a meeting 
Friday where Dick Hanley, long a> 
sociated with athletics and now 4 
prominent producer in Chicago, will in- 
augurate the five weeks’ track meet, to 
be held by the agencies. The winning 
group will be tendered a banquet. Vice- 
president W. W. Klingman will intro- 
duce Mr. Hanley. Harold Rossman, 
agency superintendent for Greater New 
York will preside. 
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LES IDEAS AND SUGGESTIONS 








Specific Fitteen- 
Outlined by V. B. Coffin 


Week Program 





YEW YORK, May 14.—To get the 
fill benefit out of the New York City 
life Underwriters Association’s 15- 
week lecture course on the technique of 
glling, each agent could profitably dedi- 
ate the next 15 weeks to following out 
week by week a specific program based 
on pointers received from the various | 
speakers, Superintendent of Agencies Ve 

B. Cofin of the Connecticut Mutual | 
Life suggested in his summation of the 
previous 13 lectures which concluded 
the course. 

To facilitate such a program Mr. Cof- 
fn offered an outline for each of the 
next 15 weeks, with suggestions under 
three headings for each week: (a) 
something to think about; (b) some- 
thing to study further; and (c) some- 
thing to act upon. Each of the 45 sug- 
gestions in the following summary of 
his week-by-week outline was taken 
fom ideas given at previous lectures. 


Insurance as Investment 


1a. (Something to think about). 
The great opportunity presented by life 
insurance as an investment. 

b. (Something to study further). 
Understand thoroughly the flexibility of 
the life insurance structure. 

c. (Something to act upon). Be hard 
boiled about constantly keeping after 
the prospecting problem. 

2a. “Ho Hum”—does my approach 
overcome this indifferent or hostile at- 
titude of the prospect? 

b. Plan specific sales talks to centers 
of influence; (c) immediate program for 
building prestige. 


Poise by Preparedness 


3, (a) There are more people to see 
than you can possibly see when you 
list all possible sources of prospects; 
(b) develop poise by preparedness; (c) 
“for instance’—get convincing ex- 
amples to illustrate points. 

4. (a) Getting before the prospect 
under favorable circumstances; (b) 
business insurance in the one-man busi- 
ness field; (c) prepare charts for use in 
canvassing so you may be concrete. 

5. (a) Prospects are not necessarily 
sold because they evidence enthusiasm 
about life insurance; (b) learn the an- 
swers to objections “cold;” (c) brush 
Up on motivating stories—they - still 
close sales. 


Why: Should He Buy? 


6. (a) It’s not “how can I sell him” 
but “why should he buy?” (b) business 
Msurance on the depreciation principle, 
like charging off depreciation on prop- 
erty; (c) “So what?”—do you seek defi- 
nite action? 

7. (a) It's not strategy, it’s knowl- 


a 


What Are You Worth? 


You are not worth what you 
sell for, nor what you earn, nor 
what you cost, nor what you own. 

hat are you worth? 

You ARE worth to the world 
exactly the inheritance in happi- 
ness which you leave behind you 
after you go—Dr. Bernard 
Clausen, minister, Presbyterian 
church in Pittsburgh. 

(This message of Dr. Clausen 
was specially set up in type and 
printed for M. O. Wilson, and his 
brother, general agents of the 
Massachusetts Mutual in Bingham- 
ton, N.Y. It is framed and hangs 
on the office wall.) 


=—=——- 

















edge and preparedness; (b) effect of 
corporation taxes now pending at 
Washington; (c) always make at least 
three attempts to close. s 

8. (a) Successful closing depends on 
what went before; (b) the investment 
points on which life insurance excels; 
(c) keep still occasionally during the 
interview. 

9. (a) In buying, the heart often 
rules the head; (b) acquire thoroughly 
a few simple tax points; (c) begin work 
in the field of women and young men. 


Keeping Converts Converted 


10. (a) Depression converts to life 
insurance must be kept converted by 
life insurance salesmanship, or they will 
backslide into the stock market; (b) un- 
derstand the legal effect of death in a 
common disaster; (c) do something 
about enthusiasm—it is more important 
than words. 

11. (a) Tax knowledge without 
salesmanship is of little value; (b) don’t 
overemphasize the tax angle—other 
things are easier and more important; 
(c) end your answers to objections with 
a question. 

12. (a) The little man needs nothing 
but life insurance—the big man, because 
of estate shrinkage, has little left unless 
he has life insurance; (b) the tax field 
is expanding—study it; (c) don’t say 
“at age 65” but say “in 29 years” as 
this makes it seem closer. 

13. (a) Give people what they want 





—sell for additional happiness; (b) | 
know the special tax exemptions en- | 
joyed by life insurance; and (c) get ex- | 
cited about them. 

14. (a) “Why bring that up?”—do 
you give clear reasons for buying? (b) 
study the field of policyholders without 
settlement options on their contracts, as 
surveys show that 83 percent of life in- 
surance is on a lump sum basis; (c) 
look at the “life” side of life insurance, 
with death as the incident. 

15. (a) Select a special incentive for 
sustained effort—some luxury outside 
the routine necessities of life; (b) learn 
how to use wills and trusts in your ap- 
proach; (c) put your own life insurance 
house in order. 

The New York association has had 
transcripts made of all the lectures and 
is making it possible for its member- 
shin to buy them in book form. The 
course was under the direction of Leon 
Gilbert Simon, chairman of the educa- 
tional committee. 


Factors in Sales Success 


The key to success in life insurance 
selling is an overwhelming desire to 
overcome obstacles in order to reach a 
definite goal, said H. L. Egger, assistant 
Texas manager of the Travelers, in a 
talk before the San Antonio Life Under- 








Use Positive Approach in 
Solving Selling Problem 











writers Association. An adequate knowl- 
edge of the business, efficient prospect- 
ing methods, maintenance of a prospect 
file, a planned schedule of work, are 
necessary attributes to success, said Mr. 
Egger. The planned schedule should 
provide for the cultivation of contacts al- 
ready established, three or four new con- 
tacts each day and six calls a day which 
should include three or four selling in- 
terviews. 





NEGATIVE THOUGHTS-A DEAD LIABILITY 
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The New York Life “Nylic Review” 
urges agents to use the positive side in 
soliciting and not veer toward the nega- 
tive side. For instance, it states that 
when a man is going on a second ap- 
pointment interview, he should ask and 
keep in mind the reasons why he can 
write his prospect. He should not fill 
his mind with reasons why he cannot 
write him. All the reasons in the 
world, says the New York Life, are 
on the agent’s side for writing. the busi- 
ness if he will only keep them in mind. 
It urges agents to get interested in the 
many reasons why they can write their 
prospects. They should stimulate their 
imagination by looking ahead for 10, 20 
or 30 years and see a man with the in- 
surance that they are proposing or with- 
out it. 
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Agency Steering Committee Plan Is Proving 


Successful for H. A. 


KANSAS CITY, May 14.—Substan- 
tial increases for every month this year 
except February were shown by the 
Howard A. Austin ordinary agency of 
the Prudential here. April was the best 
month in two years, exceeding April, 
1935, by more than 50 percent. 

Part of the increase in business and 
a large share of the marked improve- 
ment in agency morale is assigned by 
the agency to the new plan instituted 
in January by Mr. Austin. This is the 
“agency steering committee,” under 
which members of the agency partici- 
pate in originating, projecting and 
making effective sales ideas, discipline, 
etc. 

At the beginning of each quarter Mr. 
Austin appoints three of his agents to 
the committee. As time goes on all the 
members of the agency probably will 
serve. 

Confer on Plans 


At the beginning of each quarter the 
agency meets with Mr. Austin and the 
committee. Then there are meetings 
each week with him and Leon 
Triggs, assistant manager. At the be- 
ginning of each month the committee 
meets with Triggs to check progress, 
offer suggestions, and outline special 
plans for the coming month. 

In May one of the agents gave an 
excellent talk on time control. The 
meeting then resolved itself into a round 
table analysis of the idea. 

Among the things the steering com- 
mittee has done is to set definite hours 
for agents to report in to the office; put 
in a telephone “in and out” board so 
the telephone girl knows where the 
agent is and when, approximately, he 











Austin in Kansas City 


will return; design a thermometer quota 
board; establish a better discipline in 
the office, tabooing social calls and loud 
chatter, with each agent assuming the 
responsibility for seeing that discipline 
is maintained, and to have the manager 
pay for monthly luncheons only if the 
agency makes it quota, otherwise 
“dutch.” 

Adoption of the plan gives agents a 
part in conducting the agency, and con- 
sequently makes them feel a greater re- 
sponsibility for its success. Having 
worked out ideas and plans, they are 
anxious to see them made effective. 

The plan has improved agency morale 
generally, and membership on the com- 
mittee is an excellent tonic for the man 
who has hit a slump. 


Round Table Session Is Held 
by Kansas General Agents 








Over 50 Kansas managers were the 
guests of the Wichita General Agents 
& Managers Association at a dinner 
meeting preceding the Sales Congress 
of the Kansas Life Underwriters Asso- 





ciation in Wichita. 

President J. A. Reinhart, Bankers Life 
of Iowa, welcomed the guests, turning 
the “Round Table” 
Clayton Mammell, Farmers & Bankers. 
Five minute talks were given: “Coaching 
on the Job,” by Mr. Reinhart with dis- 
cussion led by Guy Glascock, Ohio Na- 
tional, Hutchinson; “Does a drawing 
account contribute to the success of a 


program over to: 





new man?” Arthur Lynn, Massachusetts : 
Mutual, Wichita; discussion by Lyman ' 


E. King, New England, Topeka; R. B. 
Daniels, Northwestern National, Hutch- 
inson, and O. Lynn Smith, Connecticut 
Mutual, Wichita. “The necessity of 
systematic planning from the industrial 
man’s viewpoint” by J. M. Carter, 
Metropolitan Life, Wichita, and discus- 
sion by E. E. Frisbie, Prudential, 
Wichita, and Riley G. Cunningham, 
Metropolitan, Wichita. “What is the 
general agent doing to further the 
prestige of life insurance business?” by 
Hiram Moore, Mutual Life, Topeka, and 
discussion by C. O. Marietta, Minnesota 
Mutual, Salina, and C. Alexander, 
Farmers & Bankers, Hutchinson. “Value 
of C. L. U. training from the general 
agent’s viewpoint” by Pendleton Miller, 
Equitable Life of N. Y., Topeka, and 
discussion by Harry Stanley, Equitable 
of Iowa, Wichita; Clayton Mammell, 
Wichita, and Cecil K. Dean, Wichita, 
American National Life. 

Commissioner Hobbs and H. K. 
Lindsley, president of the Farmers & 
Bankers, were guests. 





Asks Managers to Check Up 


In addressing the managers and su- 
pervisors groups of the Philadelphia 
Association of Life Underwriters on 
what an agent expects from manage- 
ment, Irvin Bendiner, New York Life, 
suggested that management look at it- 
self in retrospect on occasion and ask 
itself frankly whether it is giving agents 
the proper tools with which to work. 

Mr. Bendiner said that management 
tells the agent that before he goes out 
to sell an idea, he not only must have 
one but must also prepare it in his own 
mind and in the mind of his prospect. 
Then, after the stage is set, he is to go 
out and sell it. Mr. Bendiner asked 
whether management did all of these 
things—whether it prepared the stage 
before selling its ideas to the agent. 
“Before you start a new idea, do you 
ever backcheck to see if it will work?” 





20 


THE NATIONAL 


UNDERWRITER 


May 15, 








LIFE INSURANCE WEEK PROGRAMS VARIED 
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this week with dramatization of the spe- 
cific uses of life insurance by the Des 
Moines Association of Life Underwrit- 
ers. Seven radio plays depicting the 
experience of seven wise men who pur- 
chased seven kinds of insurance were 
scheduled during the period over radio 
stations KSO and WHO, Des Moines. 

The Des Moines association spon- 
sored an essay writing contest for 
school children under 17 years of age. 

In Des Moines the week was opened 
by a breakfast with W. W. Jaeger, vice- 
president Bankers Life of Des Moines, 
as speaker. O. Sam Cummings, secre- 
tary of the National association and 
Texas manager for Kansas City Life, 
spoke at a meeting on Thursday. 





SAN FRANCISCO 








Opening with a mass meeting at- 
tended by more than 750, Life Insur- 
ance Week activities in San Francisco 
were the most comprehensive ever at- 
tempted by the San Francisco Life 
Underwriters Association. With the 
keynote address delivered by Dr. Edwin 
A. Lee, superintendent of schools of 
San Francisco, the meeting was largely 
devoted to a detailed explanation of ac- 
tivities planned for the week and how 
the life underwriters could best capital- 
ize and participate in them. An inter- 
esting feature of the meeting was a 
dramatization of the booklet “Seven 
Wise Men.” orth 

One of the most interesting activities 
was the “oldest policyholders’ contest,’ 
in which each general agent or manager 
in the city took his oldest policyholder 
as his guest to a specially arranged 
“oldest policyholders’ luncheon” at the 
Palace hotel May 15. Additional honor 
and award was given to the individual 
at the luncheon holding the oldest pol- 
icy, with several unique entertainment 
stunts being presented. 





BOSTON 











Boston opened its observance of Life 
Insurance Week with a breakfast for 
more than 500. Herman Koch, New 
England Mutual Life, outlined the plans 
for newspaper, radio, billboard and rail- 
road station advertising. 

Paul F. Clark, chairman for the Na- 
tional Association of Life Underwriters 
convention to be held in Boston next 
fall, stated that already registrations had 
been received from 30 states, insuring 
an attendance of some 800 delegates. 

. J. Zimmerman, general agent Con- 
necticut Mutual Life, Newark, spoke on 
“Closing Tactics.” 

Rev. E. C. McKee, rector of Trinity 
Episcopal Church, will speak at a 
luncheon Friday on “Why Security?” 
“Pep” meetings were held in practically 
every large agency to start the week. 





CHATTANOOGA 











Prof. S. J. McCallie, headmaster of 
McCallie School for Boys, Chattanooga, 
Tenn., strongly advocated an adequate 
educational program of life insurance 
for elementary, high and preparatory 
schools at the Chattanooga Association 
of Life Underwriters’ breakfast to 
launch Life Insurance Week. 

The average speaker who talks to a 
group of students about life insurance 
immediately classifies members of his 
audience as prospects. That is the 
wrong way to talk life insurance to 
students. They know they can’t buy in- 
surance at their:ages and when they 
hear such messages they begin to build 
up sales resistance that will grow and 
follow them through life. ‘These talks 
should be informatory. The great good 
of life insurance should be told simply 
and should be, coupled with a delinea- 
tion of how life insurance works. 





“These students,” he continued, “are 
potential prospects and if they were 
properly educated about life insurance 
now you could tell a decided difference 
in the attitude of the public toward life 
insurance 10 years from now.” 

Col. Richard Kimball, president Vol- 
unteer State Life, advised agents that 
“there is an obligation on the part of 
every life insurance man to acquaint 
himself with the changing economic and 
political conditions. He should _ be 
equipped to present his subject in lan- 
guage concurrent with the trend of 
things.” 

A souvenir was given T. C. Thomp- 
son, general agent in Chattanooga for 
National Life of Vermont, for being the 
possessor of the oldest insurance policy 
in Hamilton county (Chattanooga). The 
policy, for $2,500, was issued Jan. 30, 
1885, by the Equitable Life of New 
York. 

The breakfast was sponsored by the 
three Chattanooga companies: the Vol- 
unteer State Life, Provident Life & Ac- 
— and the Interstate Life & Acci- 
ent. 





MICHIGAN 











Prefaced by a proclamation issued by 
Governor Fitzgerald and inaugurated by 
a radio address by Commissioner 
Ketcham, Michigan’s observance of Na- 
tional Life Insurance Week is carrying 
the gospel of life insurance as an invest- 
ment in security to virtually every citi- 
zen of the state. 

Cooperative advertising programs are 
being conducted in newspapers through- 
out the leading cities of the state and 
strong support is being given in the edi- 
torial and news columns. In several 
cities the week was started with a break- 
fast session. 

In his radio talk from the Lansing 
station WJIM; Commissioner Ketcham 
pointed out that life companies in 1935 
paid to Michigan residents some $95,- 


600,000 in_benefits as. compared with]. 


$80,906,000 spent for the various forms 
of federal relief. 

The commissioner lauded life insur- 
ance as a force making for security of 
the average citizen, as an investment of 
unequaled safety, and as an investing 
institution which makes possible the sta- 
bility of a large part of the nation’s 
industry and its economic structure. He 
emphasized the wide distribution of in- 
surance, totaling 63,000,000 policies, 96 
percent of which are under $5,000 and 
71 percent under $2,000, thus tying the 
great body of the citizenry to American 
institutions which would undoubtedly 
fall without its support. 


COLORADO 


The Colorado Association of Life 
Underwriters launched Life Insurance 
Week in Denver with a breakfast. Gay- 
lord Buck, sales manager Public Service 
Company of Colorado, spoke. 


NEWARK 


More than 300 life agents from all sec- 
tions of northern New Jersey attended 
the Life Insurance Week breakfast 
given by the Life Underwriters Associa- 
tion of Northern New Jersey in Newark. 

Vincent Coffin, superintendent of 
agents Connecticut Mutual Life, said 
there are three fundamentals every life 
agent should follow: First, intelligent 
planning so that the prospect under- 
stands what the agent is talking about; 
second, show the prospect the need of 
life insurance, and thirdly, the agent 
should believe in life insurance. Spen- 
cer S. Marsh, vice-president National 
Newark & Essex Banking Co., also 
spoke. 

An inspirational talk was given by 
Ralph R. Lounsbury, president of the 
Bankers National Life. 

He stressed the great task which life 
insurance undertakes, culminating in fi- 
nancial hardships. Mr. Lounsbury urged 
that agents individualize their stories, 


what life insurance has done for a par- 
ticular family or individual, so that the 
prospect can easily grasp the idea of its 
worth. He urged courage, faith and 
planned effort as the key to sales suc- 


cess. 
FLORIDA 


Observance of Life Insurance Week 
throughout Florida began Monday 
when every city simultaneously staged 
meetings commencing with breakfast 
sessions, luncheon club gatherings and 
women’s organizations’ assemblies. 

At the Jacksonville Life Underwriters 
Association’s breakfast Joe Byrnes, 
state director of public recreation, spoke 
on “What John Q. Public Thinks of 
Life Insurance,” and “Three Business 
Getting Ideas” were presented by J. R. 
Dykers, Jack McDonald and George 
Salzer, Jr. Chairman V. E. Beamer re- 
viewed the advantages offered to field 
agents with a rousing challenge to avail 
themselves of the opportunity to turn 
in a record volume of business. 





BUFFALO 











In Buffalo, N. Y., the week opened 
Monday with a largely attended break- 
fast. J. Parker, actuary Imperial 
Life of Canada, was the speaker. He 
warned against governmental imposi- 
tion of taxes which tend to sap the re- 
sources of insurance companies and pos- 
sibly jeopardize possible future pay- 
ments of earned benefits. He said pol- 
icyholders should keep themselves in- 
formed fully as to the status of such 
laws and should protest vigorously 
when ever unfair legislation is contem- 
plated. 


NORTH DAKOTA 


Sponsored by the North Dakota Life 
Underwriters, A. E. Jahn, Fargo, presi- 
dent, Life Insurance Week was launched 
in Fargo Monday with a breakfast at- 
tended by 45. C. V. Wilson, chairman 
of the week, was the speaker, with short 
talks by R. A. Trubey, association sec- 
retary, and John Nystul. Jay Simpson, 
chairman of the save-a-life campaign, 
reported on progress in the schools and 
in general distribution of pamphlets. 


eats RICHMOND 


Life Insurance Week in Richmond, 
Va., was launched Monday morning 
with a breakfast meeting, the principal 
speaker being Charles G. Taylor, Jr., 
second vice-president of the Metropoli- 
tan Life and a former vice-president of 
the Atlantic Life. 





ATLANTA 











The Atlanta association started Life 
Insurance Week at a breakfast Mon- 
day morning. 

Baxter Maddox, president of the as- 
sociation, was in charge, and the prin- 
cipal speaker Guy C. Lyman, Pacific 
Mutual Life, New Orleans, who was a 
speaker at the convention of the Na- 
tional association at Des Moines. 


OKLAHOMA CITY 


At the Oklahoma Association of Life 
Underwriters’ Life Insurance Week 
“kick-off” breakfast in Oklahoma City, 
Carroll C. Day. Pacific Mutual general 
agent, spoke on “The life insurance man 
in the social security picture.’ Frank 
See, St. Louis general agent New Eng- 
land Life at St. Louis, will be the key 
speaker at the luncheon Friday. 








BINGHAMTON, N. Y. 








F. D. Russell, president Security Mu- 
tual Life of Binghamton, was the 
speaker to open Life Insurance Week 
in his city at a meeting sponsored by 
the local life underwriters association. 
The Security Mutual building had a 
large banner stretched across it saying, 
“This is Life Insurance Week.” Life 
Insurance Weck posters occupied prom- 
inent positions in the building lobby. 
President Russell dwelt on the contri- 
bution that life companies have made 











New Lesson Seen in 
Life Insurance Week 


NEW ORLEANS, May 14~ 
A donkey is being led about the 
streets of New Orleans by 
darkey as part of the observance 
of National Life Insurance Week 
The donkey carries a sign: 
“There’s no life insurance on me: 
you know what I am.” ; 





ee 





during the last few years to people ig 
all walks of life at depression time, He 
said: ““‘When we study what life insur. 
ance has accomplished we realize why 
it is proving an important factor in the 
redistribution of wealth.” 


COLUMBUS, 0O. 


Life Insurance Week started off in 
Columbus Monday morning with ag 
early bird breakfast, at which Rey, 
James Thomas spoke. In the course of 
the week radio talks will be given by 
Allan Tarshish, V. C. Smith, William 
P, Stagg, S. R. Fraher, Fritz A. Lich 
tenberg, E. P. Tice, S. A. Brunner, J. 
Boyd Davis, and others. 





BALTIMORE 











J. A. Fulton, president Home Life, 
delivered the keynote address before the 
Baltimore association, opening Life In- 
surance Week, on “Making Life Insur- 
ance Solve Your Problem.” The Balti- 
miore association was host to officials of 
all local life companies, banks and trust 
companies, together with a number of 
men prominent in civic affairs of the 
city. 

ie LITTLE ROCK 

Life Insurance Week is proving 4 
period of great activities by the Lif 
Underwriters Association of Little 
Rock, which opened its observance Bs 
11 with a breakfast. meeting at whi 
the speaker was Vernon L. Thompson, 
agency manager of the Midwest Life, 
Lincoln, Neb. 


Agents Fail to Safeguard 
Beneficiaries, Bowen Claim 


——_—— 


COLUMBUS, O., May 14.—Super- 
intendent R. L. Bowen has received re- 
ports that some life insurance agents 
operating in Ohio are not as solicitous 
as to the welfare of beneficiaries as they 
should be. 

“In numerous cases,” he said, “bene- 
ficiaries have complained that agents 
have failed to describe fully the priv- 
lege of settlements which, in the case 
of most companies, is the right of the 
beneficiary to elect in lieu of a cash set 
tlement. Within a comparatively short 
time after the draft has been issued in” 
settlement of claims, single premium 
policies, annuities or other forms have 
been issued, thus causing the beneficiary 
to lose part of his or her principal be — 
cause of the commission paid to the 
agent for writing the new contract. 

Mr. Bowen said that the department 
had found in some instances that “the 
agents follow up these cases too hut- 
riedly and obtain the beneficiary's signa 
ture and request for a cash settlement 
at a time when the family is almost be ~ 
side itself with grief. Promptness ™ ” 
the settlement of death claims is com 
mendable, but we have found that some © 
agents have an ulterior motive and that 
a desire to make commissions may blin¢ | 
them to the duties and obligations of @ | 
trustworthy agent.” 

The superintendent said that no com 
scientious agent will indulge in this” 
practice. “This condition makes it mat 4 
datory,” he said, “that all agents operat: 
ing in Ohio be advised and caution®’ = 
by their respective companies to use : 
great care in this regard so that — 4 
suitability to act as agents cannot ! 
questioned.” ~~ 





